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Production Board restrictions. « No 
more fans will be made except for the Army, Navy and Maritime Commission. 
HUNTER unfilled orders now on hand represent contracts with Government 
Agencies. e Certain sizes of belted exhaust types can be made available for 
Government hospitals and other war industries, subject to limited material 
inventories now on hand. 


HUNTER FAN & VENTILATING COMPANY, INC. 


Factory: FULTON, N. Y. 


General Sales Offices: Memphis, Sterick Bldg. Eastern Sales Office: New York, 92 Warren Street Western Sales Office: St. Louis, 1706 Olive Street 
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WHY HOURS? 




















a munutes?! 


That’s right—minutes—for radio frequency heat- 
ing makes minutes do the work of hours. To cite an 
example: one heating operation that used to take six 
hours is now being done in less than 9 minutes! 

The answer is Westinghouse Radio Frequency Heat- 
ing... it creates the heat within the material itself— 
instantly—uniformly—and under precise control. No 
waiting for heat to ‘“‘soak in’’. . . no rejects due to heat- 
damaged surfaces. Applications include wood, chemi- 
cals, plastics, paper, rubber, textiles and foodstuffs. 

Westinghouse design ‘‘packages’”’ all the radio fre- 
quency generating equipment and controls into a 


single, safe, space-saving cabinet. 
Westi 


PLANTS IN 25 CITIES... 
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Westinghouse 2 Kw Radio 
Frequency Generator 


This unit is ideal for small work. The ‘‘table 
top” work surface eliminates the need for 
special worktables, and the controls are con- 
veniently located on the protected sloping 
panel. Mobility—often highly desirable—is 
provided by large, sturdy casters. 


@ Single unit construction 

@ Automatic operation 

@ “Long life” air-cooled tubes 

@ Shielded to minimize radio interference 
®@ Move into position —plug in-—-and use 


@Sturdily built cabinet 








These units are available in output capacities of 
1 kw to 200 kw... at a range of frequencies wide 
enough to meet most dielectric and induction heating 
needs. 

The highly-developed automatic operation turns 
tricky heating operations into simple “‘push button” 
jobs requiring no skilled help. 

For more information, ask for Booklet B-3261-A and 
Descriptive Data 85-800, which describes radio fre- 
quency applications, benefits and Westinghouse equip- 
ment available. Or, for aid on a specific application, 
ask for a Westinghouse engineer to call. Westinghouse 
Electric & Mfg. Co., P.O. Box 868, Pittsburgh 30, Pa. 


ghouse ~ 


OFFICES EVERYWHERE 














ELECTRICAL SOUTH is published monthly by W. R. C. Smith Publishing Co., Marietta, Ga., and Atlanta, Ga., U.S. A 


Subscription rates, United States and Possessions, $1.00 for one 


Entered as second class matter at the postoffiee, Marietta, Ga., under Act of March 3, 1879 


Volume 24 








year; Canada, $1.50 per year; Foreign Countries, $2.00 “per year. 





Number 10 








re Oo; mM SD eS me eo Oo oe 





85 





OKONITE RESEARCH DEVELOPMENT 
REPORT NO. 23-Y 





August 12, 1944 


REPORT AFTER 1 YEAR'S EXPERIENCE ON THE EFFECT 
OF REPLACING NATURAL RUBBER WITH GR-S(BUNA S) 
IN OKOLITE INSULATION FOR ELECTRICAL CABLES 


We have stated in the past that we are fortu- 
nate that the results obtained are so generally 
satisfactory when Buna S is substituted for 
natural rubber in Okolite insulation. This 

is largely because of the fact that natural 
rubber was a relatively minor ingredient of 
Okolite and the substitution of Buna S 
constitutes a smaller change in the compound 
than in the case of rich rubber compounds. The 
result is that Okolite S, as we will call 
Okolite when made with Buna S, is much more 
like Okolite made with natural rubber and can 
be expected to be more likely the same in 
service than in the case of compounds which 
require greater changes in their composition 
in order to substitute GR-S or Buna S synthetic 
rubber for natural rubber. It is obvious that 
any lack of uniformity in GR-S synthetic 
rubber will have a greater effect on the 
properties of an insulation compound in 
proportion to the amount of GR-S in the 
compound. 


ELECTRICAL STRENGTH: Experience in the 
manufacture of wires and cables made with 
Okolite S insulation on a commercial production 
basis is now approaching one year. The results 
have been highly satisfactory. The Okolite S 
insulated conductors are subjected to the same 
high voltage a.c. and d.c. tests as were used 
for Okolite made with natural rubber. These 
high voltage tests are the most severe in use 
in the wire and cable industry. They help to 
provide assurance to our customers and to 
ourselves against weaknesses or defects in the 
insulation. 


INSULATION RESISTANCE: A careful review of our 
routine test results obtained on all of the 
Okolite S insulated wires and cables made sinca 
January 1, 1944, shows that we can now 
dependably meet minimum megohm values based on 
a constant of 10,560 for megohms per 1,000 ft. 
This is the minimum value that we guaranteed 
for Okolite made with natural rubber. 


WEATHERING: Samples of Okolite S insulated 
conductors without any coverings over the 
insulation, have been exposed to the sunshine 
and weather in our proving ground for the past 
nine months. The Okolite S insulation is still 
in excellent condition, its outer surface being 
practically free from checking, and it is 
equally as good as the Okolite made with 
natural rubber. We regard the behavior of 
Okolite S in this sunlight and weather exposuro 
test as a good indication of stability and long 
life. 
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MOISTURE RESISTANCE: Tests were made on cable 
immersed in water for periods up to one year. 
We feel that our Okolite S insulation as now 
manufactured with Buna S is equal in moisture 
resistance to Okolite manufactured with natural 
rubber and possibly with further experience 
this can be still further improved. 


The table below shows a comparison of important 
characteristics of Okolite S versus Okolite 
made with natural rubber. The results given in 
this table are as obtained in numerous tests 
made on the two compounds. It will be observed 
that there is no important difference in any of 
the properties covered by the table. 


PROPERTIES OF OKOLITE INSULATION 
NATURAL RUBBER VS. GR-S 








Okolite 
(Natural Okolite S 
Rubber) (GR-S) 
Tensile Strength-p.s.i. 525 525 
Elongation-—inches 2 to 8 2 to 8 
Resistance to Cold Fair Fair 
Heat Excellent Excellent 
Ozone Excellent Excellent 
Oil Fair Fair 
Sunlight Good Good 
Flame Poor Poor 
Moisture Excellent Excellent 
Dielectric Strength- 
Volts/Mil 400-500 400-500 
Insulation Resistance 
Constant (1000ft.,60°F) 15,000 14,000 
Dielectric Constant (60 
Cycle-—80 Volts/Mil) 4.2 4.0 
Power Factor—Per Cent (60 
Cycle-80 Volts/Mil) 3.0 3.0 


We can feel assured, as far as can be determined 
by such limited experience as we have obtained 


in 1 year of actual production, 


that Okolite S 


has all of the excellent properties and high 
quality of Okolite made with natural rubber. 


CKOLOY Corrosion—Resistant Conductor Coating: 
Another important point in connection with 
Okolite S insulated wires and cables is the 
fact that the conductor coating is our standard 
Okoloy with which there have been many years of 
satisfactory service experience. 








The above report is excerpted from a recent 

comprehensive report of the Research Labora— 
tory of The Okonite Company, Passaic, N. J., 
manufacturers of insulated wires and cables. 


























Hear and enjoy this brilliant new radio program 


“THE ELECTRIC HOUR’ 


Starring 


NELSON EDDY 


WITH ROBERT ARMBRUSTER’S ORCHESTRA, 
GUEST STARS AND CHORUS 


WEDNESDAY, 10:30 P.M., EASTERN WAR TIME 
ENTIRE COLUMBIA NETWORK 


© Twice voted radio’s “Star of Stars,” Nelson Eddy is 
also a screen and concert favorite with a wide follow- 
ing. His golden baritone, plus Robert Armbruster’s 
35-piece orchestra, plus a chorus and guest stars, all 
add up to a popular program packed with good music 
and good humor. 


Woven into the entertainment are friendly, factual 
messages about America’s business-managed light and 
power companies. They reach electric customers every- 
where and will contribute to a clearer understanding 
of the industry's aims and accomplishments. 


This grand new show extends and strengthens the 
continuing program of publication advertising in The 
Saturday Evening Post, Collier's, Life, Time and News- 
week, as well as business and farm magazines. 


With an outstanding star and a talented supporting 
cast, “The Electric Hour” is one of the best shows on the 
air. Hear it yourself and ask your friends to listen. 
It deserves the support of the entire industry because 
it advances the interests of the entire industry. 


160 ELECTRIC LIGHT AND POWER COMPANIES 


SELF-SUPPORTING, TAX-PAYING BUSINESSES 


* NAMES ON REQUEST FROM THIS MAGAZINE 
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Ready No Uy GET YOUR COPY OF THE 
| NEW MITCHELL CATALOG 
NO. 281 
| 
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e 
'. Complete Data and Information 
e Ready to Help You Do a Better, Easier 
Industrial Lighting Job! | 
Get Catalog No. 281 from your MITCHELL DISTRIBUTOR 
) or write us today! 
: MITCHELL anufacturing Co. 


2525 CLYBOURN AVE. + CHICAGO 14, ILLINOIS 
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For satisfactory perform- 
ance of duty under all condi- 
tions of service...even the most 
critical will approve this citation 
of rigid steel conduit. 

Neat and orderly appearing! 
And for strength and endurance, 
rating is the highest. Depend- 
ability in emergencies, 100%. 

When Youngstown Buckeye 
Conduit is “back from the war,” 
you can again employ this vete- 
ran protector wherever you need 
to give your wiring jobs unfailing, 
enduring protection. 











Flos tou YOUNGSTOWN 


ye Condyg@ePipe and THE YOUNGSTOWN SHEET AND TUBE COMPANY 


ts ... Sheatee.. Plates... 
Tin Plate Bars ... Rods... YOUNGSTOWS 
Manufacturers of 


@ Plates and Spikes 
Fl CARBON - ALLOY AND YOLOY STEELS 
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The order of the day, as final victory 
draws nearer, is reconversion to meet the 
needs of peacetime living. New Premier 
| } Vacuum Cleaners will once again be 
available—sooner than expected, perhaps. 
Already announcement has been made of 
Premier’s new distribution policy —and 
of the splendid list of independent spe- 
cialty appliance distributors who will 
carry it out throughout the Nation. 
Already women have been urged through 
advertising in such magazines as Good 
Housekeeping, the Ladies’ Home Journal 
and The Saturday Evening Post, to place 
their “order” now for a new Premier —to 








a GUARANTEED 








ARE YOU 
READY FOR IT? 





Advertisements of the type shown 
above are appearing in T he Satur- 
day Evening Post, Ladies’ Home 
Journal aad Good Housekeeping. 


discuss all their appliance purchase- 
planning with you. Are you ready for it? 


If you haven’t yet made arrangements to 
be a Premier dealer, get in touch with the 
distributor who will serve you—or write 
us. The order of the day in your case is 
“Don’t delay another day.” 


If you haven't received 
your copy of the new 
booklet, “Your Future 
as a Premier Dealer,” 
send for it at once. 








es “ SERVICE 
For Vacuum Cleaners |; 
Me Beteoweciwain! 
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ELECTRIC VACUUM CLEANER CO., INC. 
CLEVELAND 10, OHIO 
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-Electri 
Wiring 


Every electrical utility will benefit 
from Anaconda’s national advertis- 
ing campaign 


ANACONDA’S advertising campaign 
is aimed at creating a sounder basis 
for your postwar business. It urges 
postwar planners to allow extra 
capacity in wiring plans. It pyts the 
spotlight on the big increase in the 
demand for power and equipment 
sure to come. 


Don’t overlook the opportunity 
to tie in with this special campaign. 
Plan now to get a maximum share 
of its benefits. Link your own pro- 
motion to your local adequate wir- 
ing bureau activities and Anacon- © 
da’s basic advertising theme: It’s 
always wiser to Wire Ahead! sas 
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BUY MORE WAR BONDS 
@ Full pages like these, in color, appear regularly each month 
in Time, Newsweek, Business Week and leading industrial 
publications read by America’s foremost postwar planners. 


ws ANACONDA WIRE & CABLE COMPANY 


25 Broadway, New York 4... Sales Offices in Principal Cities 


CLhtuical Wes and Cable of Cofepreh ate The Life Lined of our Malion 


6 ELECTRICAL SOUTH for OCTOBER, 1944 





is 











 WOL. 24 


ocT. NO. 10 








Levene ~ antes mene 


T. W. MeALLISTER, Vice Pres., Editorial Director 
CARL W. EVANS, Editer 
CREAGER, Southwestern Editor 


WwW. £E. COOGLER 
Production Manager 


BARON 


J. C. MARTIN 
Business Manager 








In This Issue 


Postwar Trends in Retailing 9 
Installation Customers Now Maintenance Accounts 12 
Customer Confidence Gained with Service 14 
Time-Saving Tools for Motor Service 16 
Package Kitchens in Postwar Selling Plans 18 
Maintaining Industrial Electrical Equipment 20 
Appliance Condition Indicated by OCR Survey 24 
Construction Services Price Control Clarified 28 
Electrical Industry Pioneer Passes 31 
News of the Electrical Industry 32 
Government News and Views on the Industry 42 
Personal Notes About Men You Know 48 
New Electrical Equipment and Materials 53 
New Electrical Books 57 








Copyrighted 1944, W. R. C. Smith Publishing Co., 
Member A. B. P. — A. B. C. 


Atlanta, Georgia 








ANNUAL Susscatrrion—$1.00 





Business Representatives 
L. E. ALLEN, 189 W. Madison St., Chicago, III. Tel. Lakeview 10282. 
L. R. McCarty, 325 Winding Way, Merion, Pa. Tel. Merion 1066. 
W. A. McGee, Post Office Box 562, Charlotte, N. C. Tel. 3-4982. 





Published Monthly 
W. R. C. SMITH PUBLISHING COMPANY 


Atlanta and Marietta, Georgia 


Editorial and Business Offices 
Grant Building, Atlanta, Georgia 
W. J. Rooxe, President; T. W. MCALLISTER, First Vice-President ; 
E. W. O'BRIEN, Vice-President; RICHARD P. SMITH, Vice-President ; 
A. E. C. Smirn, Vice-President ; J. C. Coox, Vice-President ; 
O. A. SHARPLESS, Treasurer; J. C. Martin, Secretary; 
Sesa J. Jonms, Assistant Secretary and Treasurer. 


Publishers Also of 
Soutmern AutTometive JOURNAL 
SourHsan Power & INDUSTRY 









Corton 
SoutHersn HaARDWwane 


ELECTRICAL SOUTH for OCTOBER, 1944 

















it’s IMPORTANT 
That You Take Orders NOW 







EXHAUST FANS 
and BLOWERS 


Wise dealers are continuously on the job every 

day soliciting orders — and selling orders for 

COOLAIR Fans and Blowers! We are in the 

position to handle your orders on an “order 

first — shipment first” basis, so it is important 

that you help your customers anticipate their 
- needs early — and order early! 


CONTACT ALL PROSPECTS NOW | 


@ because—CMP neatidiens permit almost any 
type of business, able to certify that the equip- 
ment they order is necessary to the successful 
operation of their business, to assign their own 
preference ratings on purchases up to $500. Form 
WPB 541 (Formerly PD-1A) can be filed for } 
orders in excess of $500. 


® because—many Government orders are still avail- 
able to wide-awake dealers who keep in touch 
with these prospects. 


because—by selling your customer on an “order 
first-—shipment first” basis, he will be assured 
of as prompt delivery as possible. 


ART TODAY 


contacting every likely prospect. We will be 
glad to help you with any priority problems 
that may arise. Send for a supply of the latest 
Coolair literature and the 1944 price list. 





AMERICAN COOLAIR 
CORPORATION... .manutacturers 


3604 MAYFLOWER STREET 


JACKSONVILLE 3, FLORIDA 










































Above: @ Dust-tight Power Panelboard 


with 223 and 600 Amp Frame Creuit exposed arcs may set off disastrous explosions. 
Guard against this danger by installing 


DUST-TIGHT Light and Power PANELBOARDS 


They are approved by Undeiwriters’ Labora- mechanism of new @ design. The handles oper- 


; . a tories, Inc., for “Class II, Groups F and G ate through dust-tight bushings, and engage the 

Below: Dust-tight Light ' U ’ J “ ie 

Pa oi ® ailices ae cae Hazardous Locations.” This includes coal mines, regular handles of the circuit breakers inside the 

anelboard and Cabinet for wall fs f aa : 

or exposed column mounting. coal processing plants, shell-loading plants, cabinet. ON and OFF positions are indicated on 
grain mills, and other places where dust is a the front of the cabinet. 


dangerous factor. . @ Dust-tight Panelboards are of the circuit 
These panelboards have a solid steel front breaker type. Capacities of Power Panels: 15 to 
plate, gasketed all around, and secured with ~ 600 amperes, 250 volts AC or DC, and 600 volts 
screws to an extra wide box flange. They are fur- AC. Lighting Panels, standard or narrow column 
ther rendered dust-tight with welded hubs for type, equipped with @ Type AC Thermag or 
conduit outlets, welded box corners, and handle @ Dublbrak Circuit Breakers (or other types of 
bushings riveted directly to the steel cover plate. ranch-circuit circuit breakers). Available with 
External mounting brackets are provided, to 4 to 42 circuits, 50 amperes or less, for 3 wire, 
maintain the dust-tight construction. single phase, or 4 wire, 3 phase mains, with lugs 
The circuits are externally operated by a only, or main breaker. 


Write for Bulletin 67 The same form of construction 
but with rubber (or equivalent) 
type of gasket is available for 
VAPOR PROOF installation. 


which contains descriptions, sizes, capacities, wiring dia- 
grams, prices and suggested specifications . . . Frank Adam 
Electric Company, Box 357, St. Louis 3, Mo. 
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How different will retail 
selling be in the post- 
war era? Mr. Newcomb 
sees no radical changes 
but cites many lessons 
which the industry 
should have learned in 
the interim when it had 
nothing to sell but serv- 
ice. He anticipates big- 
ger, and better, and 
more full-line electric 
appliance departments 
and that they will be 
much more _ uniform 
and standardized as t 
brands. 


LL OF US are reading our- 
selves blind and _ traveling 
around the country listening to 
would-be speeches in an effort to 
learn something. After taking it 
all to the light we find that most of 
it we could have written ourselves 
or heard over our own back fence 
by staying at home. In any event, 
a great deal of it is tinted with 
some “wishful thinking” that re- 
flects to the selfish benefit of the 
author. For example, it is most 
difficult to listen to the alluring 
optimism of the postwar electric 
appliance business, and stand on 
the threshold of being a part of it, 
without hoping that it takes a trend 
covenient and beneficial to our own 
selfish interests. 
To add to the confusion, we have 





_*Sales Manager, Electric Appliance 
Division, Westinghouse Electric and 


Mfg. Co., Mansfield, Ohio. 


By T. J. Newecomb* 


a group that I refer to as the 
‘mourners’ bench,” who sit there 
shedding tears as big as gumdrops 
over allegedly unfair trade prac- 
tices. They, along with others, are 
the advocates of an “assured” suc- 
cess—by legislation—be it social- 
ized or “racketized.” Their tireless 
efforts are rapidly deenergizing 
themselves right out of the free 
enterprise privileges of a competi- 
tively successful opportunity. 
Another popular and confusing 
subject of controversey is that 
broad one of distribution and its 
allegedly high costs. Now, I do not 
disagree for one moment with the 
fact that there is plenty of room 
for improvement and_ increased 
efficiency in the channels of dis- 
tribution. Yet, I sense that a lot 
of the thinking is along the lines of 
“let’s plan it differently for post- 
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Postwar Trends in Retailing 


war’—just because, again, it is 
socially correct to be planning most 
everything differently. Many ap- 
proaches also appear to be tinted 
with that “wishful thinking” and 
“selfish benefit’ flavor, or, as 
merely the result of “once-over- 
lightly” analysis. Rarely is the 
subject approached in its full scope 
of direct and indirect influences of 
all participants. 

In thinking of distribution and 
its costs, I view it as a three-way 
responsibility — manufacturer, dis- 
tributor and retailer — with each 
having a continuing obligation to- 
ward increased efficiency and 
lower operating costs. I do not be- 
lieve that any one of the three can 
say to another one—“What are you 
going to do about it?” The ques- 
tion should be—‘‘What are the three 
of us going to do about it?” 

There are, of course, those who 
say the solution is simple—al] you 
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need do is cut the distributor’s 
throat and throw him out of the 
picture. Well, maybe that is the 
answer, but how long will it be 
after that before someone advocates 
cutting the retailer’s throat and do- 
ing everything by mail. This is 
obviously far-fetched but if low 
cost is all we are striving for I 
suppose that from manufacturer 
direct to consumer is technically 
the irreducible minimum. I am 
afraid, however, that this method 
would make the world rather drab 
and dreary, and certainly be a blow 
to all those postwar “dream prod- 
ucts” we hear so much about. 

Personally, I am not an advoca- 
tor of anybody’s throat being cut 
and I do not think it is necessary. 
I firmly believe that the manufac- 
turer-distributor-retailer type of 
distribution has proved itself to be 
a constructive force in making this 
country of ours thé most progres- 
sive in all the world. It pioneered 
and brought new and modern con- 
veniences to the cross roads of 
America as well as to the city 
“slickers,” and the cost in terms of 
total service rendered was certain- 
ly moderate. 

Now, I reiterate, that there is 
room for improvement and it’s due 
time that all three of us take a 
good look at ourselves in terms of 
how we can be more efficient. In 
some cases it only means being as 
efficient as we already know how 
to be—you know the old “wheeze” 
of the farmer who was being pres- 
sured to buy some fancy catalogues 
and books on how to improve his 
farming, who said, “Look a’ here 
young feller, I don’t need them ’ere 
books; I ain’t a farmin’ half as good 
as I know how to right now.” Even 
though it is an old “wheeze” it still 
may have a moral to it for some of 
us. 


Cooperation of “Three-Way Team” 


In any event, I think it suggests 
that our “three-way team” must 
develop a closer association and a 
better understanding of each other’s 
problems; we must eliminate waste- 
ful subterfuge; we must orient our 
individual responsibilities and elim- 
inate duplications of effort; we 
must perform our responsibilities 
efficiently and eliminate ineconom- 
ics, and we must time-study our 
costs and apply only reasonable 
profit margins. 

If we approach these basic fund- 
amentals with intelligence and 
sincerity and evaluate them over a 
span of years and not just to some 
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favorable short-term seller’s mar- 
ket, I feel confident we will learn 
that there are definite functions 
for each of us to perform, that we 
ean be of service to each other 
without duplication of effort, that 
we can be more important to each 
other, and that our efficiency can 
be improved. In addition, and most 
important, I am sure we can ade- 
quately and economically serve the 
consumer’s needs. 


The Competitive Picture 


Now there is one more trend in 
the confusion classification that I 
should like to comment on, because 
it also can become a serious chal- 
lenge. It’s the competitive pic- 
ture. To say the least, it it kalei- 
doscopic from most any angle we 
view it. For example, there cur- 
rently seems to be no race, creed, 
type, size, or quality of retail out- 
let that isn’t planning to be in the 
electric appliance business. The 
same applies to the distributing and 
manufacturing ends of the business. 
It’s quite apparent that we will 
have all of those that existed pre- 
war and some new ones that are 
sufficiently experienced to qualify. 

In addition, however, I sense that 
we may be knee-deep in “neophy- 
tes”, from which most anything 
can happen. From the manufactur- 
ing angle there will be products, 
some of which may be attractive in 
design and price, but loaded with 
latent maintenance liabilities. Com- 
bine this with distributor and re- 
tail distribution that may be in- 
experienced or have an intent to 
“buy their way into the market” 
and we might be confronted with 
tactics and policies slightly on the 
“screwey” side. 

These trends need not be dis- 
couraging. Any business that can 
attract such a widespread interest 
is a good place for my “dough” and 
effort—any time—anywhere. Elec- 
tric appliances as we knew them 
prewar had a consumer acceptance 
far beyond their availability. In 
both 1940 and 1941 there was a 
demand far exceeding supply and 
this demand has been pyramiding 
and will continue to do so until 
they are again available. 

You can add to all of this the fact 
that many of the most practical 
prewar electrical appliances are 
still in their infancy, to say noth- 
ing of new ones that may be de- 
veloped. Take the electric range 
for example. It has a national sat- 
uration of only about 13 per cent 
of wired homes. Yet, its growing 





consumer acceptance is definitely 
established by the fact that in 1938 
its chief competitor—the gas range 
—sold at a ratio of about 15 gas to 
1 electric. In 1941—eight short 
years later—the ratio was reduced 
to about 3 to 1. 

Now let’s take another item— 
the electric water heater. It has a 
saturation of only about 4 per cent 
of wired homes. It too has a grow- 
ing consumer acceptance and will 
have, in my opinion, a tremendous 
impetus in the postwar era. The 
chief contributing factor will be 
the rapid development of automatic 
cycle laundry equipment and the 
emphasis that will be placed on the 
modernization of the home laundry. 

Another item that will work for 
the water heater will inevitably be 
the electric dishwasher. Admitted- 
ly, it isn’t a high demand item at 
the moment but the market is there 
just as soon as the real approach 
and product are developed to meet 
it. Both of these items mean hot- 
ter water and more of it. 

So, I believe that the public is 
going to be far more conscious of 
hot water convenience, and certain- 
ly electric water heaters should be 
an acceptable source of supply. 


Automatic Washer Experience 


Now again referring to the auto- 
matic washer, experience has 
proved that with the ease and con- 
venience of the automatic way, the 
housewife does more if not all of 
her laundering in the home. This 
fact, plus the high water extrac- 
tion principle, makes the electric 
drier a perfect running mate. To- 
gether these two items will revital- 
ize an interest in the electric iron- 
er, and an improvement in its usa- 
bility and acceptance. It behooves 
us, therefore, to give the modern 
home laundry of “postwar” a high 
rating in our plans. It will un- 
shackle Mrs. Housewife from the 
bonds of drudgery and open up & 
new and plus opportunity for all 
of us. 

Then we have that rapidly grow- 
ing interest in frozen foods. This 
will reflect in adaptations to the 
domestic type of refrigerator, and 
open up a brand new companion 
market with various types of frozen 
food cabinets for domestic as well 
as commercial use. 

And by all means, let’s not min- 
imize the importance of those small 
or table appliances. I think many 
of us have failed to recognize what 
an advertising and satisfied-user 
benefit they can be to the large 
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or major appliances. We never 
know how many major appliances 
are purchased because Mrs. House- 
wife is a satisfied user of a flat- 
iron, roaster, or toaster, etc., of the 
same make—yet, many of us place 
all our emphasis on the so-called 
“big-ticket” items. I see a strong 
trend in the direction of complete 
and well displayed lines of table 
appliances in conjunction with 
major lines, and in large stores I 
believe they will be shown and sold 
in more than one department. The 
“full-line” approach, where one 
sale can aid and abet the sale of 
another of the same brand, has al- 
ready proven itself to be sales 
building and less confusing to the 
consumer. 

I could go on enumerating other 
electric appliances, both old and 
new, that await our common in- 
terest in the postwar era, but pub- 
licity and the results of countless 
consumer surveys certainly confirm 
that plenty of attractive products 
are in the offing and that consum- 
ers have a sincere interest in own- 
ing them. Therefore, I reiterate 
that, despite our ability to cope 
with some of the uncertainties, and 
despite the kaleidoscopic competi- 
tive picture, the obvious potential 
in the electric appliance field high- 
ly recommends it as a good invest- 
ment for time, effort, and money. 

But, I don’t believe any of us 
can “slop” our way into success or 
ride in on a golden chariot drawn 
by four “lily-white” horses. Nor 
can we say, because we are already 
in the business, that there is noth- 
ing for us to do but coast along 
complacently, putting a nickel in 
the slot now and then, with a self- 
satisfied assurance that the “jack 
pot” is automatically going to 
shower down on us. To be sure, 
there are many things that only 
time can solve, but there are many 
more that we can be doing some- 
thing about, right now. Yet, we 
can easily become the victims of 
indifference and procrastination. 


The Job to Be Done Now 


If we are to progressively suc- 
ceed, then we must continuously be 
alert to doing today’s little things 
to make tomorrow’s big ones easier. 
Current examples are little cus- 
tomer courtesies—-the exercising of 
patience and explanatory reasoning 
in response to the impossible re- 
quests for immediate service— 
courtesy over the telephone—cour- 
tesy when they demand products 
that are long since unobtainable. 
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Sure, there’s a “war on” and many 
customers are absurdly unreason- 
able, however, it will pay big divi- 
dents if we fool them by respond- 
ing with courtesy and smiles. 

In addition to those little courtes- 
ies that we should be employing as 
a daily habit, there are other things 
we should be planning and prepar- 
ing. Take our sales organization 
for example—there is no phase of 
any business that has distintegrat- 
ed so completely and definitely in 
this war period as the sales or- 
ganization. Most of the salesmen 
have gone to war, taken war jobs, 
or been fired. The few that are 
left are rotting on the vine with 
bloated indifference. Yet, when 
that evil postwar day of supply ex- 
ceeding demand really arrives, a 
well trained, hard hitting sales or- 
ganization will be our only salva- 
tion. 

This war has developed a wealth 
of engineering ability, a wealth of 
manufacturing ability and a wealth 
of productive capacity—but it still 
may be possible to starve in a land 
of plenty. Many former salesmen 
have entered those ranks and many 
may want to stay here. As long as 
demand exceeds supply, business 
management can be reluctant to 
train and build up a selling staff. 
Yet, all of us know, maybe to our 
sorrow, that a real sales organiza- 
tion cannot be whipped together, 
fresh from the morning’s milk. 
Products may be changed, policies 
may be different, terms, prices and 
a host of conditions can prevail 
that require thorough training, 
seasoning and experience, before a 
salesman can be productive for him- 
self or his employer. 

Therefore, it seems none too early 
to at least plan the rehabilitation 








of sales organizations and selling 
methods. I place considerable em- 
phasis on the selling end because 
I am not a subscriber to the popular 
prediction that pent-up demand and 
stored up wealth is going to take 
merchandise away from us for too 
long a period. A “buyer’s” market 
can develop much quicker than we 
expect, and perhaps “wishful think- 
ing” at that time may be too late. 

So, let’s do a little anticipation 
and, even though we may be wrong, 
we may find comfort in a prepared- 
ness that will avoid wasting our 
wishes. 

Now I should like to take a few 
minutes to explore some psycholog- 
ical trends that deal with our ap- 
proach to the electric appliance 
business and our attitude toward 
the consumer. 

I believe in this war period that 
the old axiom—‘“You never miss 
the water till the well runs dry” 
aptly applies to the loss of the 
electric appliance business. There 
were a great many who in prewar 
treated it rather casually, and I 
am beginning to suspect that many 
accounting procedures must have 
bordered on the nefarious. In any 
event, it was allegedly referred to 
in many circles as being quite a 
headache and definitely unprofit- 
able. Yet, “when the well did run 
dry” sorrow seemed to prevail in 
large clusters and now that “water” 
again seems to be in the offing the 
crop of “drillers” or at least “sur- 
face drillers” is terrific. 


What We Should Have Learned 


Seriously, I believe that the 
“dry” period gave many of us an 
opportunity to reflect on some of 
our omissions and realize that “we 
might not have been farming half 
as good as we knew how to,” for 
sure. As a result, and particularly 
from a retail angle, I believe we 
are going to see bigger, better and 
more full-line electric appliance de- 
partments, and that they will be 
much more uniform and standard- 
ized as to brands. This seems a 
very practical trend toward elimi- 
nating the consumer confusion that 
must exist when they are con- 
fronted with a multitude of brands 
and assortments. 

One of the best definitions I have 
ever heard is that “good salesman- 
ship is helping a prospect make a 
buying decision,” and it certainly 
seems that we are a long ways 
afield when we confront both the 
salesman and the consumer with a 

(Continued on page 61) 

































NEW INSTALLATION CUSTOMERS 


NOW MAINTENANCE ACCOUNTS 


TEMMING from the constantly 

growing employment of elec- 
trical equipment of all types for in- 
dustrial and commercial use is a 
double-barreled opportunity for 
electrical contractors. In addition 
to ‘new business,” there also is po- 
tential extra volume in the mainte- 
nance of equipment already install- 
ed. 

Over a period of years, LaVigne 
Electric, of Miami, Florida, consist- 
ently has solicited the maintenance 
of its own installations. During 
normal times, the firm handled 
many special lighting jobs, such as 
theatre and store display illumina- 
tion. 

A high percentage of the custom- 
ers thus served now are on the 
LaVigne books as maintenance 
accounts. To this volume has been 
added the servicing of electrical 
apparatus installed by other con- 
tractors who apparently for one 
reason or another did not care to 
undertake its maintenance. As the 
result, LaVigne currently has 5 
trucks and an average of 12 men 
in its maintenance. 

Resulting from “service” as a 
business builder, there is a consid- 
erable amount of what may be call- 
ed subsidiary installation work. 
Tor example, the firm installed the 
electrical wiring and fixtures in a 
large new office building. On the 
structure’s ground floor is a bank 
which from time to time has re- 
quired changes in or additions to 
its electrical setup. 

Tenants, too, have needed elec- 
trical alterations to suit individual 
requirements. This has been espe- 
cially true of physicians and den- 
tists who have wanted to install 
electrically - operated apparatus. 
The expansion by a tenant of his 
office space or a major re-arrange- 
ment of his equipment usually nec- 
essitates electrical work. Tenant 
replacements also bring about the 
need for electrical service, such as 
lighting changes or the installation 
of new outlets. 
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La Vigne Electric, of Miami, Florida, has solicited with 
good results the maintenance of electrical jobs it has 
installed; finds it steady year-in-year-out volume builder. 


By Harrie H. Bierman 


The firm furnishes maintenance 
service for air conditioning appa- 
ratus, store and theatre lighting 
and electrical motors. In connec- 
tion with the last named, the con- 
cern does not make major repairs, 
such as the replacement of wind- 
ings, but channels this type of work 
to shops which specialize in it. The 
firm services electric fans for its 
regular customers but does not 
service other kinds of electrical 
appliances. Repairs on these, too, 
are assigned to “specialists”’. 

LaVigne Electric’s maintenance 
clientele includes three movie-the- 
atre chains collectively operating 
over 30 theatres, local units of a 
shoe-store chain, several women’s 
wear stores, units of drug and of 
dime store chain systems, a silver- 
ware manufacturer’s warehouse and 
downtown display room, and a 
beverage plant. All maintenance 
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work is billed on 
rials basis. 

Some of the theatres above men- 
tioned are equipped for stage pro- 
ductions. In these cases, the main- 
tenance of stage lighting is taken 
care of by regularly employed stage 


time-plus-mate- 


electricians. LaVigne services all 
other electrical installations — air 
conditioning apparatus, electric 


signs and interior lighting. And the 
firm handles any stage lighting 
jobs—new installations or alter- 
ations—which involve the bringing 
in or changing of outside current- 
supply lines. 

The largest of the women’s wear 
stores referred to is sizeable and 
has an elaborate window-display 
lighting setup. Servicing this and 
the store’s interior illuminating 
system requires practica!ly one-half 
of one electrician’s time. 

Most of the firm’s clientele has 
fluorescent lighting. The mainte- 
nance of this occupies the full-time 
use of one truck and the services 
of one man—a specialist in this 
type of work. 


Left, Francis C. LaVigne, manag- 
ing partner, LaVigne Electric, Mi- 
ami, Fla. Below, one of the five 
LaVigne Electric service trucks es- 
pecially equipped for maintenance 
work. 
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gest single maintenance job is the 
servicing of its large beverage bot- 
tling account. This customer’s 
plant is housed in a 5-story struc- 
ture covering an entire city block. 
The plant’s operation, much of it 
automatic or semi-automatic, is all 
electrically powered. Equipment 
includes two conveyor’ systems, 
pumps for various uses, rotary set- 
up. The connected load includes 75 
motors ranging from a minor frac- 
tion to 25 hp. 

The bottling department, alone, 
utilizes 25 motors varying from 
1/6 to 15 hp. Electric current 
really does a job here. Operations 
are wholly automatic. Empty bottles 
go by conveyor from the unloading 
platform to the bottling section, 
where they are fed into the machin- 
ery by hand. No other manual 
labor is needed until the filled bot- 
tles are placed in cases which are 
automatically conveyed to the load- 
ing dock. Processing by the bot- 
tling mechanism includes washing 
and sterilizing of “empties”, refill- 
ing, pasteurizing, and _ labeling. 
Powered by a 1 hp. motor, the pas- 
teurizing unit handles 9,000 bottles 
per hour. 

The electrical servicing of this 
plant requires practically the full 
time of two LaVigne electricians. 
Most of the powering equipment 
and wiring is 10 years old or nearly 
so. For sanitary reasons, all floor 
surfaces in departments where the 


“product is prepared or handled in 


any way are washed every day, and 
all processing equipment also is 
thoroughly washed with running 
water daily. 7 

Therefore, water and moisture- 
Saturated air represent an ever- 
present hazard to all parts of the 
plant’s electrical setup, in spite of 
the fact that, wherever practical, 
wiring protection and outlets are of 
water and vapor-proof types. Still 
another element which steps up the 
plant’s electrical-servicing need is 
the fact that, in recent years, 
motors have been operated at maxi- 
mum rated loads. 

One of LaVigne’s more spectacu- 
lar installing jobs, which the firm 
services on a seasonal basis, is a 
South Florida race-track installa- 
tion. Electrical equipment includes 
lighting of stable’s, a club house and 
other parts of the “plant”, plus cer- 
tain types of delicate, electrically- 
pewered apparatus. Among the last 
mentioned items are a timing de- 
vice, an “odds board” and a total- 
izer, 
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Perhaps LaVigne Electric’s lar- 





Portable, motor driven pumping unit works in moisture-saturated air. 
Note vapor-proof plug-in connection at upper center. 


The timing device “clocks” the 
horses and shows their running 
time in lights. The totalizer is an 
intricate mathematical machine 
which automatically records wag- 
ers, adds the amounts wagered on 
each horse, each race and for the 
day and carries the total results to 
the “odds board”, where they ap- 
pear as illuminated figures. 

Since a fixed portion of the daily 
totals shown by the totalizer goes 
to the State, as taxes, the import- 
ance of keeping this complex, elec- 
trically-controlled mechanism work- 
ing uninterruptedly is readily ap- 
parent. Consequently, on racing 
days the firm keeps a staff of 5 
“standby” electricians at the track, 
in order that any electrical trouble 
which might develop may be traced 
and corrected immediately. 

“We find,” explains Francis La- 
Vigne, managing member of the 
firm, “that selling electrical serv- 
icing to customers for whom we 
have installed wiring and other el- 
ectrical equipment offers few diffi- 
culties. 

“We have only to point out that 
because we already are familiar 
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with circuits and circuit-controls, 
we are able to save trouble-hunting 
effort. Therefore, since electri- 
cians’ time is an important part of 
maintenance cost, we can service the 
installation at minimum expense.” 
Maintenance aimed especially at 
the elimination of all possible fire 
hazards appeals to some customers, 
particularly chain-store systems. 
In some instances, this service 
takes the form of a periodic check- 
up on all potential danger sources. 
The firm’s service trucks are 
equipped to handle almost any type 
of minor repair. In addition to nec- 
essary tools, they carry wire in 
sizes from No. 8 to No. 14, small 
conduit, fuses and similar items. 
“Special purpose” trucks have the 
equipment needed to take care of 
the particular type of installations 
they service. For example, one 
electrician specializes on industrial 
installations. The truck he oper- 
ates carries, among other articles, 
a portable electric drill, block and 
tackle, disconnect switches, a motor 
starter, a voltmeter, an ohmmeter 
and other test instruments. 
(Continued on page 60) 
































Customer Confidence 


Gained with Service 





NE PRIME element of profit- 

able electrical appliance busi- 
ness in the postwar era must be 
the development of customer confi- 
dence by dealers—confidence that 
has been shattered to some extent 
in this trying period. 

It’s no secret that dealers are 
finding customers simply aren’t 
swallowing the line that everything 
that goes wrong with an appliance 
now is due in large measure to the 
war. Some are throwing the blame 
squarely on the product itself, with 
serious repercussions for the dealer, 
jobber and manufacturer. This is 
particularly true in the case of fre- 
quent breakdowns, even when the 
appliance is feeling the inevitable 
infirmities of age. 


Often coupled with the customers’ - 


ill will as a result of breakdowns 
is the lack of understanding by 
the parts dealer or jobber. 


How are the electrical appliance 
men going to solve this knotty prob- 
lem and cash in on the lucrative 
postwar business? Admittedly, if 
manufacturers and dealers during 
the postwar period can make their 
appliances stand up in performance, 
they are going to find that it pays. 

Sommers - Brown, Memphis, 
Tenn., appliance company, has 
noted a weak link in customer serv- 
ice where there is a tendency for 
the jobber not to be a specialist in 
parts and therefore unfamiliar with 
many of the most common problems 
met by appliance users. Sommers- 
Brown finds that this is particu- 
larly true of the larger catalog 
houses which have no time for con- 
cern with such problems, passing 
them on to the dealer. Sommers- 
Brown intends to do something 
about it and is not waiting for the 
war toend. The company is laying 
its plans well ahead and wisely, 
with emphasis on repairs. 

Believing that two viewpoints are 
better than one, Sommers-Brown 
intends to become a jobber as well 
as continuing as a dealer, although 
the two businesses will be divorced. 
The company is adjusting its pres- 
ent business accordingly to better 
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meet customers’ demands both now 
and later. It’s well-equipped, war- 
time added repair department is an 
example. 

As A. J. Rouleaux, manager, puts 
it: 

“We see the retail end of the 
appliance business as the proving 
ground for dealers’ problems in sell- 
ing, servicing and repairs. We also 
feel that the jobber who is going 
te specialize in major appliance 
service will be able to help the 
dealer back up the qualities adver- 
tised by the manufacturer. 


Jobber Important Factor 


“From past experience, it has 
been proved that the jobber is a 
very vital factor in distribution and 
service. 

“We are jobbing now in some 
lines—space heating equipment and 
kitchen ranges — and find that 
where we tell our customers that 
we have our own service department 
to give them what they are looking 
for — efficient operation — it has 





By Richard Lane 


profound effect. There is a willing- 
ness to buy and tell their friends. 


“Just like many prewar appli- 
ance dealers, service was secondary 
with us. When the war brought 
on new conditions in the appliance 
business and jobbers were forced 
to take on new lines in order to 
keep going, the burden naturally 
fell on the dealers. The customer 
now holds the dealer responsible for 
the things he buys.. We have to 
stand back of our sales. And to do 
that successfully, we have to give 
efficient, high quality repair serv- 
ice. 

“Experienced refrigerator repair 
men particularly have been hard to 
find in the Memphis area. We were 
able to obtain several for our serv- 
ice department only by offering a 
rate of pay that cut our margin of 
profit sharply. Sommers-Brown 
has been willing to string along 
with a lower return than ordinary 
simply because we are looking for- 
ward to the prewar era and realize 
that such service will pay added 


Service man of Sommers-Brown, of Memphis, working on hot plate. Note 
fans on bench. This repair shop is war-born—organized to take care of 


customers’ demands. 


This dealer hopes to use it as a means of building 


up customer relations in preparation for postwar market. 
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dividends in the long run. 

“By backing up manufacturers’ 
claims—on many items that we do 
not sell, too—we are confident that 
we will build up customer good will 
and consequently more sales. When 
a person’s electrical appliance is 
expertly repaired in these times of 
scarcity he is not likely to forget it 
when it comes time to buy a new 
one. That’s what we are aiming 
at through our repair service de- 
partment—the privilege of selling a 
new appliance to that satisfied cus- 
tomer when he is able to buy a new 
one.” In order to keep refrigera- 
tors operating in Memphis homes, 
in conjunction with the Govern- 
ment Emergency’ Refrigeration 
Service Council, Sommers-Brown 
and other electrical appliance con- 
cerns and refrigerator deaiers 
have the immediate aim of retain- 
ing as many of the present force 
of repairmen as possible and at- 
tracting more men into industry 
both by recruiting and training. 

More than 100 persons are now 
studying refrigeration and allied 
subjects at the Memphis Vocational 
School, and the War Manpower 
Commission is squarely behind the 
project. 

The council, besides recruiting 
and training repair men, is weigh- 
ing dealers’ problems constantly. 
Such mutual understanding bene- 
fits the dealers and in turn is pass- 
ed on to the manufacturer ,even- 
tually. ® 

Sommers-Brown and the other 
appliance service men have found 
that the biggest need of the indus- 








Service man working on water cooler at Sommers-Brown. The company 
repairs all makes of refrigerators, vacuum cleaners, irons, and other appli- 
ances. Below, another view of the service shop. 


try, particularly in repairing re- 
frigerators, is for standardization 
of parts. 

“Standardization would help tre- 
mendously in servicing of all 
equipment,” Rouleaux points out. 
“This is being demonstrated every 
cay, more so than at any other 
time in history.” 

Sommers-Brown, now servicing 
all makes of refrigeration units, 
washing machines and small traffic 
items such as irons and toasters, 
has a big backlog of repair items 
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iike all its competitors. 

In the postwar picture, Sommers- 
Brown sees need for a lot of under- 
selling as wel! as overselling. 

“Too many persons have een 
led to believe that countless marve- 
leus appliances will become avail- 
able immediately after the war and 
at prices in reach of the average 
buyer,” Rouleaux comments. “A 
lot of this has been ‘hot air’. The 
public should be told exactly what 
i‘ can expect in the way of appli- 
ances.” 

Rouleaux who had 30 years exper- 
ience in the sales organizations of 
Atwater Kent, Philco, G. E. Supply 
and General Electric before trying 
the retail side of the business, be- 
lieves the appliance dealer could be 
a major factor in postwar distribu- 
tion planning and could have a lot 
to say about it, too. 

It is through experience gained 
with a dealer, however, that has 
nade Rouleaux more aware of what 
the dealer is actually up against. 
He has met problems that were 
never encountered during his as- 
sociation with leading manufactur- 
ers. He now can visualize dealers’ 
problems, and understand them, 
too. 

“Where an appliance is distrib- 
uted promiscuously in any terri- 
tory, where there is an overlapping 
cf distributors and dealers, there 
is a nice volume of business—for 
a while. Sales soar and then comes 
(Continued on page 59) 
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Dallas Motor Service Expert 
Develops Time-Saving Tools 


N MORE than 20 years of re- 
pairing and re-windins motors, 
Thad Heermans, partner in the 
F & H Electric Motor Service, Dal- 
las, Texas, became more or less fed 
up with the tedium and inaccuracy 
involved in some long-accepted shop 
procedures. 


As a result, Heermans has in- 
vented a number of timesavers for 
shop work. The majority of these 
are used exclusively by Heermans 
and his partner, Edgar Foote, but 
one has been manufactured in a 
very limited quantity, and is in use 
in several Dallas shops. It will be 
made available to the trade when- 
ever Heermans gets material end 
time to fill orders. This is a set of 
tamping pliers for tamping the coils 
down in a motor. They are fully 
protected by patent application. 

The old method involved use of 
a tamping tool and hammer cand 
the new tool results from the fact 
that Heermans “got tired of fight- 
ing these jobs” and decided that 
something could be done about it. 
It was especially difficult to use the 
cld method on a small motor and it 
is for such tasks that the pliers are 
specially useful, although they are 
just as effective on larger motors. 

Operation of these pliers is con- 
trary to the conventional, since 
squeezing pressure on the handles 
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results in expansion at the head. 
The plier head is slipped into a slot 
cf the stator and squeezed, where- 
upon the plier head engages the 
bars of adjoining slots and a 
plunger is depressed, thereby tamp- 
ing the winding. The plier head is 
easily slipped along the slot with 
successive depressions of the plung- 
er which accomplishes the tamping 
operation in a minimum of fime. 

One Heermans invention which 
saves considerable shop time in 
close-quarter working conditions on 
motors is his polarity indicator. 

This is made from a section of 
brass plate with a cut-out portion 
tc accommodate a two-poie needle, 
one end of which is magnetized. 
The needle revolves freely on its 
axis. This gadget is inserted into 
the stator section of the motor and 
as polarity is indicated, necessary 
markings are made with chalk, for 
which a container is mounted on the 
head of the implement. Heermans 
created this timesaver because he 
was tired of using a compass to 
determine polarity. It was nezes- 
sary to remove the compass, then 
make polarity markings. Heermans 
does it in one swift operation. 

A third Heermans invention is a 
fuse tester constructed of bakelite 
tubing and a strip of bakelite. 
These are hinged in the manner of 





Thad Heermans, of F & H Electric 
Motor Service, Dallas, demonstrates 
the use of his stator winding tamping 
tool. The tool is shown in more de- 
tail below. 


dividers, permitting easy adjust- 
ments to two points of contact. The 
great advantage of the fuse tester, 
according to Heermans, is that the 
tubing section contains a flash 
light bulb, instead of the conven- 
tional neon tube. 

“The conventional tester with 
its neon tube often fools you,” says 
Heermans, “because, with the ordi- 
nary tester, you often get a light 
even when fuses are out if there 
has been carbonization. I have 
wasted many hours, tryirg to lo- 
cate trouble, when the conventional 
fuse tester misled me. But with 
my tester and its flash light bulb, 
there must be current flowing for 
me to get a light. It is a positive 
test.” 

Heermans also uses a miniature 
rotor in shop testing for motor di- 
rection. This, he says, does away 
with all uncertainty about motor 
direction and avoids the necessity 
of doing work over in case of error 
ir. determining motor direction. 











Three of the time-saving devices: 
top, tamping tool; center, polarity 
indicator; bottom, fuse tester. 
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We knew that Laytex-insulated wire was good. But actually, no one 
expected any single wire to stand up to all the tough war-usage that guese® \NSULATION AT ITs BE 
Laytex did. 

Laytex has taken arctic cold, tropic heat, moisture, mold, shock and 
wear, as no other wire has ever done heretofore. It has been used for 
virtually every purpose a wire can be used for—action-tested all over 
the world—and has come out with flying colors. 

Laytex has a proven record of delivering more electricity, more 
dependably, in more jobs than any other wire we know. 

Right now the entire output of Laytex Wires and Cables is going to 
the Armed Forces. But the day is steadily drawing nearer when manu- 
facture will be resumed for Buildings, Police and Fire Alarms, Com- 
munications, Signalling, Power, Control, and other exacting services. Reg. U.S. Trade Mork 


WIRES AND CABLES 
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SERVING THROUGH SCIENCE TO PIONEER A NEW ELECTRICAL ERA 


UNITED STATES RUBBER COMPANY 


‘1230 SIXTH AVENUE + ROCKEFELLER CENTER + NEW YORK 20, N. Y. 
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Manufacturers will as- 
sist dealers in the in- 
stallation of complete 
“nackage” displays of 
kitchen equipment in 
the leading stores across 
the nation because these 
stores will become ex- 
perts in the sale and 
installation of appli- 
ances in complete room 
groups. 





Package Kitchen Promotion 


ESPITE widespread publicity 
for designers’ dream super- 
modern electric kitchens in which 
40-second meals are cooked ‘by 
electronics, American homemak- 
ers will want a kitchen reflecting 
“evolutionary” changes — equip- 
ment that is “conventional”—not 
a complete break with the past. 
For example: they do not want 
an electric range with the oven 
separated from the surface burn- 
ers for use in different parts of 
the kitchen, as suggested by one 
designer. “Comfort, flexibility, 
time-saving” sum up favored de- 
sign among home economics direc- 
tors to whom Hotpoint recently 
sent an “opinion” questionnaire, 
according to H. D. Conklin, man- 
ager, range and water heater sales 
division, Edison General Electric 
Appliance Company. He said: 
“A design that is conventional 
to many designers is very often 
‘revolutionary’ to homemakers. 
The new electric ranges, while 
representing the results of many 
years of refinements and advances, 
will not differ greatly from those 
sold in 1941 when war production 
replaced range manufacture.” He 
added that the electric range in- 
dustry sold more than a million 
units in the two years preceding 
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the war, which represented a 
“user” increase of 50 per cent over 
all previous electric range sales 
made over a 30-year period. “In 
1941, the last year for which we 
have complete figures, more than 
760,000 electric ranges were sold.” 
Linking the opinions of home eco- 
nomists on design with the pre- 
war sales figures, Mr. Conklin 
predicted: 


No Radical Changes 


“The electric range will take up 
in postwar where it left off, with 
models which will bring new ease, 
comfort, and beauty to homes; 
they will become standard equip- 
ment in new homes and remodeled 
homes as part of the all-electric 
kitchen, and sales shall continue 
at a rate during the next ten years 
which will make electric cooking 
as universal as electric lighting 
is today.” 

Single unit sales of ranges and 
refrigerators will outsell ‘“‘com- 
plete package” kitchens immedi- 
ately after the war, but complete 
kitchens of matched “branded” ap- 
pliances, from steel cabinets and 
electric sinks to dishwashers and 
garbage disposalls, will be on dis- 
play at department, furniture, 
hardware, and specialty appliance 






stores, he said, adding, “any ques- 
tion concerning the profit possi- 
bilities of electric appliances in 
department and furniture stores 
will quickly vanish when these ap- 
pliances are shown in demonstra- 
tion rooms which permit the pros- 
pect to operate the appliance. 
Thousands of women will order 
‘installations’ similar to those dis- 
played in showrooms, others will 
ask for single appliances. The sin- 
gle appliance sales will become 
part of a ‘complete kitchen,’ pur- 
chased and installed by units. The 
time will soon come when merch- 
ants will sell most appliances as 
parts of a ‘complete package.’” 
The beauty and utility of electric 
kitchens is even now generally 
recognized by the consumer, and 
the demand has waited many years 
for the same recognition from 
appliance merchandisers. 

During the years following the 
introduction of the first “package” 
kitchen in 1982, utilities and a few 
department and furniture stores 
used these “room displays” prin- 
cipally to promote the sale of in- 
dividual appliances. Interest was 
great in complete kitchen installa- 
tions, but few companies were 
ready to organize departments for 
their installations and financing. 
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Laundry equipment also 
lends itself to “pack- 
age” displays. Here’s a 
laundry center that will 
fulfill any housewife’s 
dream: sorting and 
sprinkling table right 
next to automatic wash- 
er, portable clothes bas- 
kets, deep bowl sinks, 
electric dryer, and cabi- 
net type ironer. 





In Postwar Selling Plans 


Now we are ready to show merch- 
ants that there is a market for 
complete kitchens if they are 
ready to take advantage of it. 
Postwar will see thousands of ap- 
pliance dealers showing these 
complete electric kitchens with 
prices plainly marked for installa- 
tion, including floor covering and 
other equipment necessary to 
make a comfortable woman’s work- 
room. 

In explaining the sharp increase 
in sales of electric ranges im- 
mediately prior to the war, Mr. 
Conklin cited the following table 
of electric rate history for 10 
years: (see table below.) 

“An important point about this 
rate change is: there is no other 
electric appliance that has the 
greatly increased market potential 
that awaits the sale of the electric 


range,” he said. “Much has been 
made of certain glamor appli- 
ances, such as television, but the 
electric range, already a favorite 
in millions of homes because of 
past performance, will spearhead 
appliance sales which include all 
of the equipment for electric 
kitchens. While one of the consid- 
erations for installing ‘package’ 
kitchen displays will be as a show- 
piece for individual range and re- 
frigerator sales, these sales will 
in turn lead to complete kitchen 
sales for dealers who are prepared 
to handle them. We must all bear 
in mind that the dealer who talks 
and shows complete kitchens, with 
the electric range as his center of 
interest, will build a sound and 
profitable business for the years 
that follow any immediate sales 
boom that may follow the war; 








Year Domestic Meters Meters With % to 

Rate Available* Total 
1931 20,150,347 8,000,000 89% 
1934 20,135,309 11,000,000 55% 
1936 21,310,197 14,275,000 67 % 
1938 22,709,487 18,200,000 90% 
1941 25,474,412 24,200,000 95 % 


*A cooking rate of three cents or less per KWH is considered favor- 
able. The national average for domestic meters is 2.2 per KWH 
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H. D. Conklin 


and, at the same time. he will be- 
come a leader in the sale of 
ranges, refrigerators, and other 
individual items. 

“Past sales history shows that 
centrally located outlets for ap- 
pliances such as department, furn- 
iture, and hardware stores, have 
made profit from the sale of ap- 
pliances in proportion to the ad- 
vertising and sales effort put into 
them,” Mr. Conklin said, adding. 
“The greatly increased display 
possibilities of all-electric units 
(Continued on page 58) 
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Maintaining Industrial 
Electrical Equipment 





HECK AIR gap for bearing 

information before taking 
down the motor or generator. It 
will be useful after bearings and 
journals have been reassembled. 
Bearings that contain oil should 
be drained at the start to avoid 
spillage and waste. It is prefer- 
able to move a motor to the shop 
for overhauling, where the parts 
can be kept clean and in good 
order. Coupling-halves, pulleys, 
pinions, and fans should be re- 
moved by a puller. Severe ham- 
mering or wedging is likely to in- 
jure other parts, as well as those 
being removed. 

Clean each part immediately; 
put them all in a clean place 
under paper or cloth cover. 

If it is necessary to remove a 
ball bearing, use a puller, main- 
taining a uniform pull all around 
so as not to distort the bore of 
the race, and to avoid shaving 
the shaft. 

Rotors or armatures may be 


lifted slightly by rope slings when 


moving out of stator. Dragging 
over vunchings should be avoided. 

Smaller parts that are discon- 
nected, such as field connections, 
yokes, brush holders, collector 
rings and the like, should be 
cleaned, tagged, and put aside in 
order, where they will not get 
mixed up with similar parts from 
other units. Field coils, armatures, 
and wound rotors should be care- 
fully handled and placed in a suic- 
‘ab'e support to avoid bruising or 
cracking the exposed insulation. 
Rehandle as little as possible. 

When the motor is being reas- 
sembled, parts should not be 
forced together; it is better to 
find the trouble and bring things 
into position without marring or 
distortion. Start with parts clean, 
and keep them so during assem- 
bly operations. 

Check air gap again, and com- 
pare with previous check. Line up 
motor carefully when it is put 


*This article is adapted from infor- 
mation prepared by engineers of the 
General Electric Company. 
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back into service. If a coupling is 
used, check to make sure the faces 
are parallel, and that the shafts 
are in line before setting up the 
coupling. A flexible coupling calls 
for equally good alignment. 

Make sure that fans have been 
replaced, and that lubrication has 
been provided. 

Restore all enclosing features 
and replace broken or missing 
fastenings. Explosion-proof mo- 
tors call for great caution in 
maintaining exact fit at all joints. 

Reconnect ground wire. Check 
connections with diagram, espe- 
cially on two-voltage motors. Turn 
motor by hand, or if connected to 
a machine, use a lever if possible. 
note any binding, noises, or un- 
even torque and make corrections 
if needed. Apply voltage, and op- 
erate motor unloaded for a little 
while, noting ventilation, lubrica- 
tion, speed, and noises. 

Remove all dirt and rubbish 
around the machine. 

Make a special inspection with- 
in a few days after putting motor 
into service; regular inspection 
time may be far off. 


Insulation Tests 


Megohms (million ohms) of re- 
sistance between a winding and 
ground is a.good indicator of in- 
sulation condition. Comparison 
with several previous readings 
will give an indication of improve- 
ment or deterioration. Readings 
should be taken with the machine 
at normal working temperature. 
Readings, to have comparison val- 
ue, should be taken under the 
same conditions. 

Two methods of obtaining re- 
sistance readings are commonly 
used: 

1. A megohmmeter (not a mag- 
neto) is a self-contained instru- 
ment which gives a direct reading 
of insulation resistance. Follow 
instructions furnished with in- 
strument. Although cranked by 
hand, the megohmmeter provides 
constant voltage while the clutch 
is slipping, and the index should 


Part 1 — Disassembling and Testing Motors* 


read “infinity.” When connected 
across the resistance to be meas- 
ured and cranked beyond the slip- 
ping speed, the resistance is in- 
dicated directly. 

2. The voltmeter method re- 
quires a voltmeter having a re- 
sistance of about 100 ohms per 
volt. A 500-volt instrument is pre- 
ferred. Disconnect all leads of the 
motor from the line. In case of 
heavy loads, line power can be 
broken at the circuit breakers or 
disconnecting switches, if proper 
precautions are taken to prevent 
power from being turned on acci- 
dentally while work is being done 
on the machine. Read line voltage 
which will be E in the formula. 
Now connect the ungrounded d-c 
line through the voltmeter to a 
motor lead, and the other d-c line 
through a 10-amp fuse to the mo- 
tor frame. Meter reading is Eh. 
With r representing meter resist- 
ance, and R the insulation resist- 
ance in megohms: 


(E — Ei) 
R=r xX Ei 


Either the megohmmeter or the 
voltmeter method may be applied 
to any high resistance, such as 
the insulation of a group of coils, 
as well as to that of a whole ma- 
chine. 

AIEE Standards establish the 
following “Normal Insulation Re- 
sistance Value”: 


Rated voltage of machine 





~~ Rating in kva 

13 +1000 

This will work out to about: 
220-volt motor—0.2 megohm 
440-volt motor—0.4 megohm 
550-volt motor—0.5 megohm 


Tests to Locate Defects 


Direct-current and alternating- 
current windings may be tested 
for grounds, short circuits, and 
high-resistance joints; also wrong 
connections, wrong polarity, etc. 

If a low-resistance ground in 
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New, 104-page Year Round Meal Planning Guide ... is 
sure-fire way to win friends and influence customers 


Forget you... how could she! What with your name big as life on 
the back cover of this book she’ll use daily! 

Building good will is the smartest trick you can stage, these 
days. And this marvelous new book will do it for you. How? 

First, it takes the grief out of meal planning ... and show us 
the woman who won’t welcome that one! 

Second, it gives her plenty of practical low-down on getting full 
value for her food dollars...another tender spot in a woman’s heart. 

Third, it shows her how to be an even better cook... and most 
women are pretty vain about their cooking ability. 

Fourth, but why go on.-.. 

How many Year ’Round Guides do you need to do a real job 
winning future customers for you? Price only 10 cents each; 
imprinting to be done by your local printer. Immediate delivery. 


Order direct from your Westinghouse distributor, today! 





OFFICES EVERYWHERE 


Westin ghouse 


PLANTS IN 25 CITIES 


ELECTRIC HOME APPLIANCES 














Fig. 1. Connection hook-up which can be 
used to test for grounds. A low-voltage 
current, which is sufficient to give a readable 
deflection on a galvanometer or millivolt- 
meter, is anil through the armature 
windings from one commutator bar to the 
next. 





armatures with commutators has 
been developed, it may quickly 
and accurately be located by the 
following method: a low-voltage 
current, which is sufficient to give 
a readable deflection on a galvan- 
ometer or millivoltmeter, is passed 
through the armature windings 
from one commutator bar to the 
next, as shown in Fig. 1. A line 
is connected from the galvano- 
meter to the ground, and the other 
galvanometer connection is placed 
on one of the commutator bars. 
The supply and galvanometer leads 
are then passed from segment to 
segment. When a full deflection is 
obtained, the coil is grounded. 


Tests for Grounds 


Measuring the ohmic resistance 
of the winding will sometimes re- 
veal a wrong connection, which, 
on a bar-to-bar measurement, 
would give a uniform deflection 
all around the commutator. Series 
or wave windings may sometimes 
have all conductors joined in 
series, but in the wrong order, 
making the armature inoperative. 
In case of multiple or lap windings 
—double-, triple-, or even quad- 
ruple-spiral re-entrant windings 
are possible, whereas a single 
spiral is required. In taking a re- 
sistance measurement of the arm- 








ature, see that the measurement is 
made from the proper commutator 
segments. 

Special clips are attached to the 
commutator bars, and spaced the 
number of bars apart equal to the 
total number of bars divided by 
the number of poles. Each alter- 
nate clip is connected in parallel 
to one terminal of a double bridge, 
and the remaining clips are con- 
nected in parallel and to the other 
terminal of the double bridge. The 
resistance reading then obtained 
is the true running resistance. 

Alternating-current windings 
are similarly tested for grounds, 
short circuits, open circuits, 
wrong connections, polarity, etc. 
In testing for grounds, the meth- 
ods and apparatus used are sim- 
ilar to those used for direct-cur- 
rent machines, except that with al- 
ternating current, the voltage gen- 
erated is usually higher. Conse- 
quently, the testing voltages are 
correspondingly higher, and great- 
er care must be taken in testing. 
Place the testing equipment as 
near to the apparatus“as poSsible, 
as the additional capacitance of 
the testing may raise the voltage 
at the receiving end much higher 
than that at the operating end. 
Unless this precaution is taken, 
excessive voltage may be applied, 
and this may damage the insula- 
tion. If a ground develops, a re- 
sistance measurement will gener- 
ally locate the point at which it 
occurs, unless each phase has two 
or more multiple circuits. In this 
case, it may be more readily lo- 
cated by opening one or more of 
the end-connection joints, and sep- 


Fig. 2. An example of a 

connection hook-up for 

testing an alternating-cur- 

rent winding with 10 coils 
A L G in series. 


arating the circuits. 

A measurement may be taken 
as shown in Fig. 2, which repre- 
sents a single circuit or phase of 
an alternating-current machine, 
with the ground as shown. If the 
resistance between A and B is one 
ohm, between A and G is 0.35 ohm, 
and between B and G is 0.65 ohm, 
the location of the ground is 0.35 
of the distance between A and B, 
from A. Since ten coils are in the 
circuit, the measurements show 
that the fourth coil is grounded, 
counting from A. 

In the case of an alternating- 
eurrent winding, the ohmic-resist- 
ance measurement will not always 
detect a wrong connection, such 
as a reversed coil, pole section, or 
phase; for, although the copper 
res-stance would be measured cor- 
rectly, the total winding might be 
partly reversed, and therefore, in- 
operative. Such faults can be dis- 
covered by a polarity or imped- 
ance test with alternating current. 
For this purpose, a single-phase 
current can be used, since a read- 
ing may be taken on the different 
circuits or between pairs of term- 
inals successively, by shifting the 
testing lines until all windings 
have been tested. 

Short-circuited coils on moder- 
ate-size machines can readily be 
tested by using a wound electro- 
magnetic yoke, or “growler,” ex- 
cited with alternating current. 
This yoke is placed over a portion 
of the winding with the coils in 
their slots. The yoke and windings 
form an alternating-current trans- 
former, with a yoke winding as 
primary, and the winding coil as 
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One type of growler that can be made for testing motors 
for short circuits in the stator winding, and how to use it. 
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secondary. If there is a short-cir- 
cuited turn, layer, or coil in the 
motor, the magnetizing current in 
the yoke winding will rise. If the 
current is maintained for a short 
time, the insulation on the short- 
circuited section will warm up ap- 
preciably, or burn sufficiently to 
indicate the defective coil. 

On alternator windings, tests 
can be made for short circuits by 
passing alternating current 
through the armature coil itself. 
In this case, it is usually neces- 
sary to increase the reactance of 
the coil by placing a magnetic 
bridge over its coil slots, after 
it has been assembled in the core. 


Checking Polarity 


To test for the opposite polarity 
of alternating poles, bridge two 
pole tips with a piece of soft iron. 
If the polarities of the poles dif- 
fer, the piece will be strongly at- 
tracted, whereas, if the poles are 
of the same polarity, there will 
be no attraction. Polarity can be 
tested by use of a compass, but 
the compass must not be carried 
too near the poles, as it may be 
demagnetized, or even reversed. 

With a given current flowing 
through the field, the voltage drop 
on any one coil of a direct-current 
machine should never be more 
than 5 per cent higher or lower 
than the average drop, except sin- 
gle-turn series coils, which may 
have a variation of 10 per cent. In 
alternating-current machines, no 
coil should vary more than 5 per 
cent either way from the average. 
If the drop is outside these lim- 
its, the matter should be referred 
to the office for instructions. Af- 
ter assembly on the spider, field 
coils for alternating-current ap- 
paratus are tested in the same 
manner as prescribed for direct- 
current machines. In addition, the 
coils are checked for impedance 
by applying a high-frequency volt- 
age to each coil, and measuring 
the current flow. The current will 
increase considerably, if there are 
any short-circuited turns. In re- 
cording drop on the coils in alter- 
nating-current machines, number 
them in a clockwise direction, fac- 
ing the collector end, and begin- 
ning at the coil next to the open- 
ing in the field, for coil No. 1. 

In direct-current machines, for 
record purposes, coil No. 1, either 
main or commutating, is the top 
coil or the next adjacent in the 
clockwise direction facing the 
commutator end. 


When testing a machine, a very 
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‘careful record must be kept of the 
resistances of all the windings. 
For measuring the shunt-, commu- 
tating-, and series-field resist- 
ances, the voltage-drop method 
may be used. 


Electronics Speeds Plastics 


A big speed-up in the plastics 
industry — surpassing anything 
achieved in the past quarter cen- 
tury—is achieved by electronic pow- 
er heating. For instance, it former- 
ly took two hours to mold a 4-pound 
test block 6 inches square by 2% 
inches thick. With electronic power 
heating, it takes five minutes. 


Electricity Changes 
Wash-Day Traditions 


Another American tradition is 
passing. 

The usual farm schedule, “Mon- 
day washday and Tuesday ironing,” 
soon may be abolished for the most 
part, the National Adequate Wiring 
Bureau says. 

The two days will be telescoped 
into a brief three hours—something 
like between breakfast and lunch on 
Monday, the bureau believes. An 
electric combination—washer, wrin- 
ger, drying cabinet and ironer— 
does the trick and cuts a full 1% 
days from the homemaker’s labors. 








The AIEE Standards, No. 1, recommend that hottest-spot temperatures 


should be limited as follows: 














mica or asbestos with bind- 


| 120C 


Classification Limit Assumed equal Observable reading 
| | 
Class A insulation (cotton, | Thermom- | Resistance | oo 
silk, paper, impregnated | 105C eter Method oe ee | 
enamel) | 90.C 95C 100 C 
Class B insulation (inor- | 
ganic materials such as | 125 c 110C 115C 
| 


ing substances) 








Above based on assumption of room temperature of 40 C. 


Wartime Recommendations 


This table shows how the permissible 
Joading can be changed when different 
ambient temperatures and hours of use 
are encountered. The basic WPB rec- 


ommendations of wartime loading for 
the usual set of conditions are shown 
in italic type for the three common types 
of enclosures. 





(Standard 60-cycle polyphase induction motors with speeds of 450 to 3600 rpm, 
hp ratings of 1 to 200 hp, and Class A insulation) 








Max. allowable occasional 

surrounding* temp C when 

motor is fully loaded during 

the following number of 
hours per day 





Permissible load 
in per cent of 
motor-nameplate 
rating 


|Allowable momen- 
tary peak load in per 
cent of permissible 
load (Assuming 10 
per cent voltage re- 


Approx motor- 
temp rise (C) by 
thermometer 














24hr | Shr | 2hr duction) 
Open motors, rated 40 C 
30 | 40 | 60 130 70 120 
40 50 60 125 60 128 
50 60 | 70 115 50 140 
60 | 70 | 75 100 40 160 
70 | +75 | 90 80 30 200 
Splashproof motors, 40 C 
30 | 40 50 120 70 132 
40 | 50 60 110 60 144 
50 60 | 70 100 50 160 
60 70 | 75 85 40 180 
70 75 | 80 70 30 220 





Totally enclosed; and totally ‘enclosed, fan-cooled motors, 55 C 




















30 40 50 120 75 132 
40 50 60 110 65 144 
50 60 70 100 55 160 
60 70 75 85 45 188 
70 75 80 70 35 220 





* The usual surrounding temperature should be 5 to 10 C lower than the maximum 
allowable occasional surrounding temperatures listed here. 


NOTES: The average motor winding should last perhaps 5 to 10 years under the abuve 
conditions—a reasonable life for wartime, according to WPB recommendations, 
50-cycle motors will have the same permissible loading factors as 60-cycle motors 
with the same nameplate temperature rating. 
Curves can be drawn for the interpolation of these data. 






























HE OFFICE of Civilian Re- 
quirements, War Production 
Board, has prepared a review of 
repair status, age and quantity in 
domestic uses of 23 household ap- 
pliances and items of equipment. 

The material was recently com- 
piled from findings of the Third 
Survey of Consumer Requirements, 
made during April for OCR by 
enumerators of the Bureau of the 
Census. Results are based on re- 
plies from about 4500 households, 
geographically and economically 
representative of the nation as a 
whole. 

The 23 appliances and items of 
equipment covered by the survey 
are: 

Electric toaster 

Electric iron 

Electric fan 

Radio (excluding auto) 


Household Applianee Condition 
Indicated by OCR 


Vacuum cleaner 

Sewing machine 

Mechanical refrigerator 

Washing machine 

Cooking stove—gas 

Cooking stove—electric 

Cooking stove—oi! 

Cooking stove—wood 

Heating stove—gas 

Heating stove—electric 

Heating stove—oil 

Heating stove—wood 

Water heater—gas 

Water heater—electric 

Water heater—oil 

Water heater—wood 

Hot air furnace 

Hot water boiler 

Oil burner 

Radios stand out as the item most 
in need of repair, followed by oil 
cooking stoves, vacuum cleaners, 
washing machines, wood-burning 








Survey 











cooking stoves, electric cooking 
stoves, electric irons, sewing ma- 
chines, wood-burning heating 
stoves and oil burners. 

Although more than half of the 
appliances are five or more years 
old, the percentage found to be in 
working order ranges from 85 per 
cent in the case of radios to 99 per 
cent in the case of several items 
of heating equipment. 

Among radio-owning households, 
eight per cent have none in work- 
ing order. Among households with 
gas or electric water heaters or hot 
air furnaces, only one per cent or 
fewer have none in order. 

The extent of need for service 
and repairs found in the survey 
ranged from one per cent for elec- 
tric water heaters to 28 per cent 
for radios. Seventy-nine per cent 
is the highest proportion of success 








Condition of Household Appliances and Equipment 


Households 
with one or 








Total Condition of more appli- 
100% all Appliances ances, but 
Estimated Less 5 or In Out of none — in 
Number in than more Order Order working 

Appliance Households l yr. 1 yr. 2 yr. 3yr 4yr years % % order % 
Electric toaster 22,151,756 0.5 3.1 13,7 14,1 12.8 57.8 93 7 6 
Electric iron 32,939.352 0.3 2.4 10.1 13.3 11.7 62.2 94 6 4 
Electric fan 13,929,452 0.5 2.0 9.5 13.5 12.0 62.5 93 7 6 
Radio (excluding auto) 46,275,528 1.0 3.6 11.6 16.8 15.0 52.0 85 15 8 
Vacuum cleaner 16,770,492 0.6 2.2 6.3 9.6 8.1 73.2 93 7 5 
Sewing machine 23,664,192 0.6 | 3.0 3.1 3.1 89.1 95 5 4 
Mech. refrigerator 21,132,324 0.3 1.8 6.6 14.1 13.8 63.4 98 2 2 
Washing machine 18,625,524 0.2 2.0 6.7 10.2 8.8 72.1 95 5 4 
cooking stove—gas 20,305,080 1.3 4.2 6.9 10.6 9.3 67.7 99 1 1 
Cooking stove—electric 3,542,944 0.8 1.4 44 16.5 14.3 59.38 97 3 3 
Cooking Stove—oil 6,216,864 2.4 4.8 8.6 14.4 11.0 58.8 94 6 5 
Cooking stove—wood 11,715,112 1.9 3.6 5.9 7.8 6.2 74.6 96 4 4 
Heating stove—gas 8,648,460 4.6 6.7 14.2 12.8 12.5 49.2 99 1 - 
Heating stove—electric 11,186,552 1.6 4.0 9.5 12.7 12.7 59.5 97 3 3 
Heating stove—oil 3,618,148 0.6 6.9 10.9 19.1 13.4 49.1 98 2 2 
Heating stove—wood 13,102,208 4.1 9.2 11.7 8.4 9.1 57.5 96 4 3 
Water heater—gas 9,492,416 99 1 1 
Water heater—electric 1,203,264 99 1 sé 
Water heater—oil 890,092 98 2 2 
Water heater—wood 2,431,596 97 3 2 
Hot air furnace 7,161,092 99 1 i 
Hot water boiler 3,417,604 99 1 1 
Oil burner 1,570,928 95 5 2 


*Less than five-tenths of one per cent. 
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Aluminum cuts costs by taking 
the ~UMT out of labor 


Weight-saving aluminum reduces the labor that 
has to be expended to do a job. Equipment 
manufacturers and employers are finding it 
increasingly important to bear this fact in mind. 

The lighter weight of Aluminum Cable Steel 
Reinforced means that full reels weigh less. 
Handling from storeroom to the job is easier. 
With A.C.S.R., there’s less weight to be maneu- 
vered into place on poles and towers, so that 
work goes faster. Lines cost less. 

The lighter weight of aluminum bus bars, 
housings, conduit, Alzak* Aluminum light re- 


flectors, offers identical advantages; easier 


delivery to the job, faster erection, and lower 














costs all along the line. Doubtless, many 
electrical devices could similarly be made labor 
savers by cutting their weight. 

Winning the war comes first, but aluminum 
is now being used for other-than-war purposes 
as the manpower situation permits. Our repre- 
sentative will be glad to discuss the availability 
of aluminum with you. ALUMINUM COMPANY OF 
America, 2164 Gulf Building, Pittsburgh 19, Pa. 
* Registered trade mark 
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pP hosphor powder particles, like human beings, are of infinite variety. Some are fat, 


some lean. Some are dull . . . and some are bright! 


Determining the size of particle that has the most sparkle has proved one of the most 


exciting of Westinghouse research problems. 


Out of thousands of batches tested, one size has consistently shown the highest degree of 
fluorescence. This discovery has resulted in the development of phosphor powders with the 


greatest life and sparkle. 


These powders are now used in all Westinghouse fluorescent lamps. That’s why 
the Westinghouse Mazda fluorescent lamp of today delivers bright, high efficiency light 


wherever it is installed. And that’s why it pays to recommend Westinghouse! 


While much of our fluorescent production is earmarked for war industry, we are continuing 
as far as possible to supply fluorescent lamps for essential civilian use. Westinghouse 


Electric & Manufacturing Co., Bloomfield, New Jersey. 


HELP SHORTEN THE WAR...BUY MORE BONDS THAN BEFORE! 


Westing! OlUe 
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in obtaining repairs (for vacuum 
cleaners); 30 per cent (for gas 
water heaters) is the lowest. For 
most items surveyed, the propor- 
tion recently in need of repair is 
less than 10 per cent. The average 
of the percentage of success in ob- 
taining repairs, for all items, is 61 
per cent. 

Almost 90 per cent of domestic 
sewing machines are shown to be 
five years old or older, an age re- 
cord not approached by any other 
item. Wood-burning cooking stoves 
are next, and vacuum cleaners, of 
which 73 per cent are five years 
eld or older, take third place on 
the age list, followed closely by 
washing machines. Over 60 per 
cent of the following items have 
been in service for five or more 
years: Electric irons, electric fans, 
mechanical refrigerators, gas and 
wood cooking stoves. 

In estimated number in house- 
holds, radios lead the list of items, 
with more than 46,000,000 in homes 
of the country. Owners report that 
85 per cent of these radios are in 
working order, but 28 per cent of 
the households with radios state 
they have needed some sort of re- 
pair since January 1. More than 
half reported they had no diffi- 
culty in obtaining repairs. Only 
eight per cent of households own- 
ing one or more radios say they 
have none in working order. Over 
50 per cent of the domestic radios 
in current use are five or more 
years old. 

Of the more than 23,000,000 sew- 
ing machines in American house- 
holds, all except five per cent are 
in working order, although 89 per 
cent are five or more years old. 
Ten per cent of domestic sewing 
machine owners have attempted to 
obtain repairs this year, three- 
fourths being successful. 

More than half of the 22,000,000 
electric toasters in American homes 
are five or more years old, but only 
nine per cent of owners report that 
they have needed toaster repairs 
this year. Of those seeking repairs, 
70 per cent were successful. 

Almost 17,000,000 vacuum clean- 
ers are in households, 93 per cent 
of these cleaners are in working 
order, 73 per cent are five or more 
years old. Sixteen per cent of 
vacuum cleaner owners needed re- 
pairs for their appliances this year. 
More than three-fourths encount- 
erd no difficulty. 

Ninty-three per cent of the al- 
most 14,000,000 electric fans in 
private homes are in working order. 
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Three-fourths of those needing elec- 
tric fan repair this year have been 
able to obtain it without difficulty. 
Of the fans in use, 62 per cent are 
five years or more old. 

Of the heavier household appli- 
ances, mechanical refrigerators 
stand first in estimated number in 
American households—about 21,- 
000,000. Owners report that 98 
per cent of these items are in 
working order, that repairs were 
required during the first three 
months of this year for nine per 
cent, that slightly more than half 
of the repair demand was met. The 
period covered by the survey was 
the least active season for refrig- 
erator repair. Sixty-three per cent 
of domestic mechanical refrigera- 
tors are five years old or older. 

Eighteen and a half million wash- 
ing machines are estimated to be in 
households. Ninety-five per cent 
of these washers are in working 
order, although 72 per cent of them 
are five or more years old. Of the 
16 per cent of owners who have 
tried to obtain washing machine re- 
pairs since January 1, more than 
two-thirds have been successful. 

Of the 20,000,000 gas cooking 
stoves in households, 99 yer cent 
are in working order, but seven 
per cent of them needed some re- 





pair this year. Fewer than half 
of those seeking repairs for this 
item reported success. Sixty-seven 
per cent of all gas stoves in do- 
mestic use are at least five years 
old. 

Cooking stoves other than gas— 
electric, oil, wood—total about 21, 
000,000 in household use and, by 
type, from 94 to 97 per cent are in 
working order. About 15 per cent 
of owners sought repairs during 
the first three months of 1944, with 
about 70 per cent succeeding in get- 
ting repairs. Fifty-nine per cent 
of the electric and oil stoves are 
five or more years old; 74 per cent 
of the wood-burning stoves are in 
that age group. 

Of the approximately 36,000,000 
heating stoves — gas, electric, oil 
and wood — used in American 
homes, the proportion in working 
order is over 95 per cent for each 
type. From 49 to 59 per cent, de- 
pending on the type, are five or 
more years old. 

Water heaters of all types—gas, 
electric, oil and wood — of which 
about 14,000,000 are in households, 
are shown to have an excellent “in 
order” record, no type falling below 
97 per cent. No age figures are 
available for domestic water heat- 
ers. 





OPA Clarifies Price Control 
On Construction Services 


HE PRICE regulations gov- 
erning construction services 
and installed building materials 
have been explained in a recent 
issue ‘of OPA Trade Bulletin. 
These ‘bulletins are written to help 
the trade understand and follow 
new, amended, or revised price 
regulations. They cover only the 
main points of the regulations 
and do not take their place. If 
the following bulletin does not 
answer all questions concerning 
this regulation, the contractor 
should write his OPA District 
Office for further information and 
for a copy of “Revised Maximum 
Price Regulation No. 251, Effec- 
tive August 26, 1944.” 
Following is the text of OPA’s 
explanatory bulletin on this price 
regulation: 


What Is Covered 


(1) All building and construc- 
tion contracting. This includes: 
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installation of building materials, 
that is, anything incorporated into 
or made a part of a building or 
construction project. (The reg- 
ulation covers sales of building 
materials on an installed basis, as 
well as sales of installation serv- 
ices alone.), 

(2) Other construction services, 
such as maintenance, repair or re- 
modeling of a building, structure, 
or construction project, excava- 
tion, demolition and site clear- 
ance, water-well drilling and land- 
scaping. 


Who Is Covered 


All contractors, subcontractors, 
and other persons who supply 
these construction services either 
with or without the building ma- 
rials installed, whether on a cost- 
plus, lump-sum, or unit-price 
basis. This includes all building 
trades like bricklaying, plumbing, 
painting, etc., and other construc- 
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WE deeply appreciate the many thou- 
sands of requests being received for 


the Frigidaire Franchise. Our only regret is 
that we are able to grant franchises to so few 
of the many fine established dealers and other 
businessmen who have applied—the kind of 
people with whom we would be proud to 
be associated. 

However, the very reason why we are able 
to accept such a small number of these appli- 
cations is one of the most important reasons 
why a Frigidaire Franchise is so desirable. 
For Frigidaire believes that the soundest policy 
is to have in each market or community the 
right number of quality dealers to obtain 
Frigidaire’s proper share of available volume 
-and at the same time provide a profitable 
potential for each Frigidaire dealer. 

There are many other factors that make the 
Frigidaire Franchise ‘so desirable. To name 
only a few— ; 


The value of the Frigidaire name and 
the reputation of Frigidaire’ products 
mean easier selling. 


aires builtand sold provide Frigidaire 

Dealers with an unequalled backlog 
of goodwill and user-to-prospect selling 
help. (Surveys show advice of friends and 
relatives to be the most valuable single 
source of sales.) 


ri The more than seven million Frigid- 
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The service record of the Frigidaire 

organization is outstanding in its field: 

Frigidaire’s wartime service program 
has built boundless goodwill. 


4 Frigidaire’s wartime advertising pro- 


gram has made partners of Frigidaire 

Dealers in providing users of all 
makes of refrigerators with helpful infor- 
mation. Customer goodwill has been 
heightened, acceptance for Frigidaire main- 
tained and strengthened — providing an 
even greater competitive advantage for 
Frigidaire Dealers. 


The Frigidaire business is the primary 
5 | interest of all Frigidaire Distributing 


Organizations; thus they are 
in a position to give really effective 
aid in meeting sales problems. 


Frigidaire has established 

6 | an enviable record for 

giving Frigidaire Dealers 

saies-getting merchandising 
and selling programs. 


Frigidaire Customer and 
pe Product Research guaran- 

tees that Frigidaire prod- 
ucts will be more salable, because 
they will continue to incorporate 
“more of what people want and /ess 
of what they don’t want.” 








8 | Frigidaire Sales Training programs 


now in preparation assure that 
when “selling times” return, Frigid- 
aire Dealers and their salesmen will be 
in a position to make the most of them. 


Frigidaire is noted for the quality 

i the quantity of help provided 

dealers on all phases of their Frigid- 
aire business. 


Throughout the years, Frigidaire has 

demonstrated its willingness and 

ability to meet changing conditions 
—to handle new situations quickly and 
effectively as they arise. 


The importance of all these factors has been 
demonstrated through years of experience. 
Their soundness is proved by the fact that the 
dealer organization built upon them has long 
been the strongest in the industry! 


Listen to the 
GENERAL MOTORS SYMPHONY OF THE AIR 
Every Sunday Aft . NBC N ke 


BUY AND KEEP MORE WAR BONDS 
chi ae 























tion trades, such as road building, 
bridge construction, steel erec- 
tion, etc. 


How to Figure Your Ceiling Price 


Your ceiling price depends on 
whether you sell on a unit-price, 
cost-plus or lump-sum basis. 


Unit-Price Jobs 


Unit-price jobs means jobs on a 
per-hour, per-foot, per-square, or 
other time or measurement basis. 

Your ceiling price is the highest 
unit rate you charged a purchaser 
of the same class for the same 
kind of job during March, 1942. 
If you used another price-figur- 
ing method at that time, you may 
use the same method in determin- 
ing your unit rate now. 

If the cost of materials has gone 
up since March, 1942, you may add 
an amount to cover that increase 
up to the ceiling prices. 

You may also add increases in 
labor costs up to and including 
October 3, 1942. You may include 
here increases in Federal old age 
benefits, unemployment compensa- 
tion taxes, and workmen’s compen- 
sation and pwblic liability insur- 
ance. 

If you did not do the same kind 
of work during March, 1942, you 
must file with your OPA District 
Office an application for approval 
of a ceiling price. You must put 
in your application: 


(1) Your name and address; 

(2) The kinds of work to be 
done; 

(3) The area where the work is 
to be done; 

(4) Why you do not have a 
March, 1942, price or pricing 
method; 

(5) Your proposed ceiling price; 

(6) How you figured this price: 
Show your costs and margin, in- 
cluding profit. If wage rates for 
the particular class of mechanics 
or laborers have gone up since 
October 3, 1942, show the October 
38, 1942, rate, the increases since 
that time, and whether these in- 
creases have been authorized or 
approved by the Wage Adjustment 
Board, National War Labor Board, 
or Economic Stabilization Direc- 
tor; 

(7) The names and addresses of 
representative competitors of 
yours in the same area, and their 
ceiling prices for the same or sim- 
ilar jobs (if these ceiling prices 
are readily available to you). 


You cannot charge the price 
you proposed until you get the ap- 
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proval by way of a letter-order 
by the OPA District Director. 


Cost-Plus Jobs 


Use the following formula: 

(1) Materials and _ installed 
equipment, if any, plus 

(2) Labor at rates paid on Oc- 
tober 3, 1942; plus 

(8) Other direct costs, includ- 
ing subcontracts; plus 

(4) Margin on comparable jobs, 
as explained below. 

The result is your ceiling price. 

Figure the formula like this: 

(1) Materials and_ Installed 
Equipment, if any: 

Charge what you actually paid, 
‘but never more than the ceiling 
prices fixed for your supplier by 
whatever OPA regulation covers 
the materials. If you yourself man- 
ufacture the materials you install, 
you must not charge more than 
the ceiling prices fixed for selling 
them to other persons. 

(2) Labor: 

You must figure labor costs at 
wage rates not higher than those 
paid on October 8, 1942, in the 
area where the work is done. 

(3) Other Direct Costs, Includ- 
ing Subcontracts: 

You may charge other direct 
costs of the job, including the 
cost of subcontracts, but not sell- 
ing expenses. If you use your own 
equipment, you may charge the 
rental rate allowed by the OPA 
regulation governing equipment 
rentals. 

(4) Margin: 

Your margin includes adminis- 
trative and overhead costs, selling 
expenses, and profit. You must not 
charge more than the highest esti- 
mated percentage margin you 
charged on comparable contracts 
between January 1, 1939, and 
March 31, 1942. If you made no 
comparable contracts during that 
time, you must not charge more 
than you would have charged on 
a comparable contract in March, 
1942, according to your experience 
or that of the industry. 


Lump-Sum Jobs 


Use the following formula: 

(1) Estimate of materials and 
installed equipment, if any; plus 

(2) Estimate of labor costs at 
rates paid on October 8, 1942; plus 

(3) Estimate of other direct 
costs, including subcontracts; plus 

(4) Estimated reserve for con- 
tingencies; plus 
(5) Margin on comparable jobs. 
The result is your ceiling price. 
Figure your estimates of materi- 








als, labor and other direct costs, 
and your overhead and profit mar- 
gin in the same way as for a cost- 
plus job. In your estimated re- 
serve for contingencies you may 
include those that you can in good 
faith reasonably foresee. 


Wage Increases Since Oct. 3, 1942 


If you pay higher wages than on 
October 3, 1942, and the increase 
has been authorized or approved 
by the Secretary of Labor under 
the Davis-Bacon Act, Wage Ad- 
justment Board, National War La- 
bor Board, or Economic Stabiliza- 
tion Director for the area where 
the work is done, you may add the 
increased labor cost after you fig- 
ure your margin. No application 
to OPA is necessary in order to 
make such an adjustment in your 
price. If none of these agencies 
authorized or approved your wage 
increases and OPA has not grant- 
ed price adjustments for wage in- 
creases for your area for the par- 
ticular trade, you must have OPA 
approval to add them to your ceil- 
ing price. You may file an appli- 
cation for approval with your 
OPA District Office, giving the 
full facts. 


What You Must Not Do 


(1) You must not sell or offer 
construction services or installed 
building materials for more than 
ceiling prices. 

(2) You must not ask your cus- 
tomer to furnish materials for pro- 
cessing if it was your practice 
to furnish these materials your- 
self. 

(3) You must not drop or reduce 
maintenance or repair services, 
customarily offered as part of a 
job. 

(4) You must not lower the 
quality of materials and equip- 
ment below that called for in the 
specifications, or, if you do, you 
must reduce the price accordingly. 

(5) You must not make the 
terms or conditions of sale harder 
on the customer than they were 
between January 1, 1989, and 
March 31, 1942. For example, you 
must not shorten the credit or 
cash-discount period, or charge 
more for giving credit, or give less 
cash discount. However, you may 
change the conditions of sale to 
meet the requirements of a gov- 
ernment agency. 

Before you make a contract or 
sale, you must tell your customer 
about Revised Maximum Price 
Regulation 251. He has a right to 
(Continud on page 58) 
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Eleetrieal Industry 
Pioneer Passes 


Hotpoint executive was recognized 
as “‘father of the electric range.” 


EORGE ALEXANDER 

HUGHES, 71, founder and 
chairman of Edison General Elec- 
tric Appliance company, died Sep- 
tember 9 in St. Lukes Hospital, 
Chicago. He was known in the 
electrical industry as “the father 
of the electric range,” having or- 
ganized the Hughes Electric Heater 
company in 1910 to manufacture 
the first commercially sold electric 
ranges. In 1918 he directed a 
merger which resulted in Edison 
General Electric Appliance com- 
pany of which he continued as 
president. 

George Hughes was born at 
Monticello, Iowa; April 14, 1873, 
the son of Alexander and Mary 
Hughes. As a baby he was taken 
to Dakota Territory where his fa- 
ther set up as an attorney at Elk 
Point. A year later the family 
moved to Yankton, where the father 
practiced law for nine years until 
1881, when Dakota Territory was 
divided into states. Then Alexan- 
der Hughes took his family to Bis- 
marck, the capital, where he be- 
came the first attorney general of 
the State of North Dakota. 

George Hughes spent his boyhcod 
in this frontier town, and when he 
finished at the local high school, 
went East to the University of Min- 
nesota, at Minneapolis. George 
Hughes loved people and he sought 
action, so he became a reporter on 
the Bismarck Tribune. A year 
later he was city editor, and soon 
after that he was named North 
Dakota editorial representative for 
the “big-city” St. Paul Dispatch, 
moving to Fargo. 

An uncertain electric company in 
Fargo was offering limited service 
at high rates to a few residents of 
the frontier community. George 
Hughes, newsgetter, knew that 
thousands wanted electricity. No 
dreamer, he spoke to his father, 
then went before the town council 
seeking a franchise to serve elec- 
tricity to all homes. His petition 
was granted, and with his brother, 





Edmund, backed 
by his father and 
other citizens of 
modest means, 
George A. Hughes 
embarked upon an 
enterprise which 
was to lead him 
past many ob- 
stacles, through 
long years of strug- 
gles — often de- 
feats—to place his 
name high among 
those of “modern 
pioneers.” 

The idea that 
electricity should 
be widely used and 
cheap was revo- 
lutionary—and popular. Soon the 
new compnay was operating plants 
in Bismarck and Dickinson, North 
Dakota; Glendive, Montana; and 
Eveleth, Minnesota. The business 
prospered, but George Hughes was 
not satisfied. He had heard of 
cooking by heated wires. If this 
were possible, it would mean vastly 
increased service—it would change 
the entire outlook on life for his 
pioneer neighbors on the treeless 
plains. He sold his utility inter- 
ests and went to Chicago to gain 
aid for electric cooking. 


The First Electric Range 


On South Dearborn Street, Chi- 
cago, the newspaperman and organ- 
izer, rented a small loft and set an 
electrician to work in February, 
1909, “converting” an oil cook 
stove to a “wire cooker.” <A year 
later the resulting device, laden 
with wires and coils, was shown to 
a group of pioneer electrical men 
at a St. Louis. convention. This 
group, used to many startling off- 
eprings of necessity, was frankly in- 
credulous. However, one daring 
fellow bought the device, as well 
as four others which had been as- 
sembled, and sent them to his home 
community in Montana. Soon af- 
ter, he ordered a carload, with the 
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result that the first company to 


make and sell electric cooking 
equipment was organized, the 
Hughes Electric Heating Company, 
Superior Street, Chicago. The elec- 
tric range industry was launched! 

Slow, often painful progress 
greeted the early electric range, but 
six years later a factory site was 
procure@ at 5600 West Taylor 
Street, and a new, modern plant 
constructed. But the battle was 
not won, and Mr. Hughes continued 
his treks to remote parts of the 
country, personally pleading, ex- 
plaining, and finally installing the 
first local electric range. As these 
sales multiplied, his factory grew, 
not easily, but surely and soundly, 
and thirty years later this plant 
was to make its millionth range; it 
was to blossom forth as the leader 
in a new mighty industry—a monu- 
ment to American enterprise and 
zeal—built and directed by one who 
grouped around him an organiza- 
tion of men who did things for “the 
boss.” 

In January, 1918, Mr. Hughes 
engineered a merger by which he 
took in the Hotpoint Heating Ap- 
pliance Company, and General Elec- 
tric became owner of the new con- 
cern, adding its heating appliance 

(Continued on page 62) 








NEWS of the INDUSTRY 


WETRCOIE TM hICiMN Lait 


Nelson Eddy to Star 
In Utilities Show 


The Electric Hour with Nelson 
Eddy — a half hour radio show 
sponsored by 170 Electric Light 
and Power Companies — had its 
premiere on Wednesday, Septem- 
ber 20, at 7:30 P.M., P.W.T., over 
the entire Columbia Broadcasting 
System. This new show followed 
“Report to the Nation” which the 
companies sponsored for one year 
over CBS. 

With the famous baritone star 
of the movies, concert stage ana 
radio, is Robert Armbruster who 
conducts the 35-piece orchestra. 
Eddy and Armbruster are old 
friends. They’ve been on the air 
together many times and have 
made several record albums and 
individual records in combination. 

Announcing the program and 
bringing listeners the Electric 
Companies’ messages is Frank Gra- 
ham, well known Hollywood an- 
nouncer, and writing the scripts is 
Rupert Pray, who has written for 
Bing Crosby, Dinah Shore, and 
other radio personalities. 

Charles Herbert, formerly on 
the production staff of CBS, di- 
rects the show. Herbert has pro- 
duced such programs as “Col. 
Stoopnagle,” “Here’s to Romance,” 
and other CBS features. 

There’s a note of informality 
on The Electric Hour. Not only 
does Eddy chat with Graham and 
the guests, but he introduces many 
of his numbers. Some of his songs 
are far departures from his usual 
repertoire. His guest policy is ex- 
citingly new. 

On the first Electric Hour, Eddy 
introduced a young singer named 
Gloria Scott. Gloria, a mezzo-so- 
prano with operatic ambitions, has 
been a Nelson Eddy fan for years 
and about six years ago managed 
to meet him at a concert he gave 
in Indianapolis. She told him then 
that someday she’d sing with him. 

Gloria’s letters to Eddy after 
this meeting were filled with her 
plans to become a great singer. 


32 


Nelson Eddy 


He always took time to answer 
them and to encourage the young- 
ster. 

Finally, she sent him recordings 
made in New York and he was so 
impressed with her rich voice that 
he contacted the musical director 
of N. W. Ayer and Son, Inc., ad- 
vertising agency, who gave Gloria 
an audition. Ayer became inter- 
ested in the young singer and, up- 
on Eddy’s okay, asked her to make 
her network debut on the Electric 
Hour. 


Southwest Power Pool 
Meeting Wartime Need 


Operations and problems of the 


Southwest Power Pool which 
stretches through six states from 
Nebraska, through Kansas, Okla- 
homa, Arkansas, Louisiana and 
Mississippi, were explained by E. 
E. George, of Little Rock, Ark., at 
a meeting of the Oklahoma City 
section of the American Institute 
of Electrical Engineers, at Okla- 
home City, on September 14. 
Mr. George is loaned by Ebasco 
Services, Inc., to the Southwest 
Power Pool as electrical engineer. 
He explained that this great inter- 
connected system is carrying a 
load of 3,500,000 horsepower, 120,- 
000 horsepower of which is serv- 


ing the big aluminum plant near 
Hot Springs, Ark. 

The pool was formed a little 
more than two years ago as a war 
emergency power measure, but has 
proven to be so successful that 
the interconnections and pool ar- 
rangements may continue after 
the war. Some of the advantages 
of the pool, Mr..George explained, 
were the leveling off of widely 
diversified costs and line losses, 
and installation of automatic con- 
trols which pick up the load and 
keep the flow of current going 
when any plant or system may 
temporarily be crippled or shut 
down by unexpected circumstan- 
ces. 

Among disadvantages of the 
pool are excessive wear on equip- 
ment of some of the companies 
which may be called upon at times 
to carry more than their share of 
the load, higher taxes and more 
stringent interstate government 
regulation, all of which, however, 
are justified by the necessities 
created by the war emergency. 

“Too much emphasis, I think, is 
being placed on the idea that the 
Southwest Power Pool was cre- 
ated to furnish power to the alum- 
inum plant in Arkansas,” said Mr. 
George. “While this is a very im- 
portant war installation, the fact 
remains that most of the power 
goes to other war and domestic 
installations throughout the area.” 

The pool operates in parallel 
across the Mississippi to Memphis, 
Tenn., and in Texas as far south- 
west as San Antonio and west to 
Amarillo. Before the pool was 
formed the Texas electric power 
operations were entirely intra- 
state. They were brought into the 
pool with the understanding that 
the interstate connections would 
ibe only temporary and that the 
Texas operations would still be re- 
garded, for regulatory purposes, 
as intrastate. 

Electric current losses vary 
from 50 per cent in some of the 
smaller systems to a very small 
percentage in some of the larger 
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f Machine? 


Chis is my wachine. Wine! y 
Chere are many other machines but this one is mine.” 
It is a part of me—I am a part of ith 
4 ' f We are one” 
A Gogether we are forging the .. 
Vea ons that will Ba the ee oe oe sere ree ; 
: As I am free! 


W... Chy help, O Lord, I will bring forth the most and the best 
That is possible from my machine, 
For it depends on me. 
It multiplies the power of my hands—when my hands are on the job. , 
It does true work—when my bate is alert to control it; 
It does not falter—unless I falter. 
It does not stop—unless [ forget ; 


Ta the tand: of-my enemies, slaves, under the whip, - 
Labor at their machines. | ‘ 
But TéneGet 2 § 
T abide by my machine of miy own free will: « . 
0 man is my master—no man 
Rod this way be 
Iris! S 


B unfaltering example we shall it is best il ; 
ace : OO tins and I. 
By argosies of ships <_< ee 
In the only language the enemy understands, | 
We shall prove it. it, 4 

Ghis is our pledge —mine and my machine's =. 
Gill Freedom's light comes on ag in, 
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This war poster, the eighth of a 
Cc 

sertes, 1s published as a tribute 

to the men and women in war 

plants from coast to coast who 


inspired the message. 


GENERAL CABLE CORPORATION 




















If engaged in war work: larger bulletin board copies 
(25 x 35 inches) are available with our compliments. 
Write GENERAL CABLE CORPORATION, 
420 Lexington Avenue, New York 17, N. Y. 





















about 15 per cent, Mr. George ex- 
plained. 

Installation and coordination of 
telemetering and load control for 
the interconnected systems in the 
southwest area, have brought 
about greater equalization of pow- 
er distribution during varying 
weather conditions among the ten 
power companies which are par- 
ticipating in the pool. 

The meeting was the first of the 
1944-45 season of the Oklahoma 
City section and was attended by 
120 members and their guests. C. 
L. Farrar, University of Okla- 
homa, Norman, is chairman and 
W. A. Kitchen, Oklahoma Gas & 
Electric Co., Oklahoma City, is 
vice-chairman of the section. 





Oklahoma Utility Company 
Announces Postwar Plans 


A post-war expansion program, 
which will involve expenditures of 
more than $3,300,000, has been an- 
nounced by R. K. Lane, president 
of the Public Service Company of 
Oklahoma, of Tulsa, Okla. 

The work will be started as soon 
as the war is over and materials 
can be obtained, Mr. Lane said. 
Priorities have been requested 
and some have been obtained so 
that there will be no delay in the 
installation of additions and im- 
provements to the physical prop- 
erty of the company. 

Additions to equipment for the 


ones, and average the year around a 
























BULLETIN BOARD 


° THE NEXT GUY THAT 
DONT REPORT AT 
FIRST AID FOR A MINOR 
ACCIDENT WILL REPORT 
THERE FOR A MASOR I 




























“I’m tired of preaching safety to them!” 


Tulsa and Hugo generating sta- 
tions will involve expenditures of 
about $250,000. New highlines and 
equipment will be built and in- 
stalled in the Lawton, Duncan, 
Chickasha, and Altus areas at a 
total cost of $825,000. Another 
$860,000 will be spent in install- 
ing new and additional primary 
and secondary’ service _ lines 
throughout the system. 

More than $450,000 will be spent 
to improve and expand the com- 
pany’s gas system in the McAles- 





Photo shows exhibit of the Proctor Electric Company at the recent 
Housewares Show in New York City. Visitors recorded their choice of 
design for future iron and toaster designing. 
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ter and Weleetka, Okla., areas. 

The Public Service Company of 
Oklahoma now serves 123,000 cus- 
tomers in 214 towns in the eastern 
and southwestern sections of Ok- 
lahoma. 


Proctor Asks Public 
For Design Choice 


Cleverness of presentation and 
use of the appeal angle enabled 
the Proctor Electric Company to 
literally “steal the show” with its 
exhibit at the wartime House- 
wares how at New York. 

The firm, producers of “Never- 
Lift” iron and “Pop-up” toaster, 
presented what could be termed a 
“contrast” booth. 

Plaster models of three irons 
and six toasters—each different- 
ly designed—were shown. Visitors 
were requested to vote for their 
preference. Ballots were recorded 
for guidance in future styling. 

The idea was well received. 
Crowds clustered about the ballot 
boxes in almost endless lines and 
carefully examined each model be- 
fore deciding. 

The exhibit formed another link 
in the chain of nation-wide con- 
sumer research which Proctor is 
conducting. Cross analysis are 
continually being taken and those 
interviewed are asked what they 


-want; what they’ll prefer and what 


they’ll buy. 
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Crosley Distributors 
Hear Postwar Plans 


“If the cut-back in military 
goods production, immediately af- 
ter the defeat of Germany, is as 
much as 40%, as has been offi- 
cially predicted, The Crosley Cor- 
poration should be able to resume 
production of its peace-time prod- 
ucts on the basis of its 1941 vol- 
ume.” 


outline a program for continuing 
its activities on a high level of 
production after peace comes. 
They heard J. H. Rasmussen, 
commercial manager, The Crosley 
Corporation, outline the com- 
pany’s program for the sale and 
distribution of its peace-time 
products as soon as their manu- 
facture is resumed. The Crosley 
sales organization under Mr. Ras- 
mussen’s direction has been great- 





ly expanded in anticipation of en- 

larged peace-time production. 
They made trips of inspection 

through the various Crosley plants 


in Cincinnati; Richmond, Ind.; 
and the extensive transmitting 
facilities of the broadcasting di- 
vision of The Crosley Corporation 
at Bethany and Mason, Ohio. 

In the Crosley engineering di- 
vision, Lewis M. Clement, Crosley 
vice-president in charge of re- 





This statement was made by R. 
C. Cosgrove, vice-president and 
general manager, manufacturing 
division, The Crosley Corporation, 
to a large group of Crosley dis- 
tributors from all parts of the 
country, attending a Crosley “C- 
Day” sales conference in Cincin- 
nati. 

This was the first of a series 
of three similar conferences of 
Crosley distributors at the Cin- 
cinnati headquarters of The Cros- 
ley Corporation and was the first 
nation-wide Crosley distributor 
conference to be held since Amer- 
ica entered the war. 

More than 100 Crosley distrib- 
utors, representing thousands of 
Crosley retail dealers, heard Vice- 
President Cosgrove tell of the 
great growth and expansion of 
The Crosley Corporation during 
the past four years and heard him 


conference 





From Shreveport, La., officials of 
the Electric Supply Co., distributors 
for The Crosley Corp., have been 
attending the Crosley C-Day sales 
in Cincinnati. 
above with Crosley Corporation ex- 
ecutives from left to right are: W. 
A. Wakeman, mgr., Electric Supply 
Co., Shreveport, La.; S. D. Camper, 
Crosley regional mgr.; 
Cahn, pres., Electric Supply Co.; 
George Tanty, Crosley merchandise 
manager. 


search and engineering, showed 
the visiting distributors the vari- 
ous war products. 

They heard S. D. Mahan, direc- 
tor of advertising and public re- 
lations, manufacturing division, 
The Crosley Corporation, outline 
the company’s forthcoming pro- 
gram of national and local ad- 
vertising to promote the sale of 
Crosley’s peace-time products soon 
to be available. They saw dem- 
onstrations by Crosley product 
managers of the Crosley radio re- 
ceivers and Shelvador refrigera- 
tors which will be the first peace- 
time Crosley products to be placed 
on the market. 

Without exception the visiting 
distributors were very enthusias- 
tic about the plans and the pro- 
gram that Crosley has prepared 
for merchandising and distribut- 
ing its post-war products. 


Shown 


Abry 5S. 





(Left) H. W. Deuker, director of quality, The Crosley 
Corporation (extreme right) demonstrates some Crosley 
war products to group of Crosley distributors attending 
C-Day sales conference in Cincinnati. Left to right they 
are: Lee Bird, Crosley field service; E. C. Miller, sales 
mgr., The Shield Co., Ft. Worth, Texas; W. A. Schmid, 
The Shield Co., Ft. Worth, Texas; Leo J. Kelleher, sales 
mgr., The Sieg Co., Davenport, Iowa; R. J. Dorrance, 
mgr., Dorrance Supply Co., Youngstown, Ohio; Oscar 
J. Mannen, Lehigh Valley Distributors, Hazelton, Pa.; E. 
T. Allen, sales mgr., Dorrance Supply Co., Youngstown, 
Ohio; H. R. Bartlett, exec. vice-pres., The Sieg Co., Daven- 
port, Iowa; G. P. McGregor, Larson Dist. Co., Denver, Col- 
orado; Jerry Gelman, act. sales mgr., Anchor Dist. Co., 
Pittsburgh, Pa.; Fred Ray, Savannah, Ga.; E. Speese, 
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Crosley field service; Harold W. Goldstein, gen. mgr., 
Anchor Dist. Co., Pittsburgh, Pa.; H. W. Deuker, Crosley 


director of quality. (Right) Mobile radio transmitter man- 
ufactured by The Crosley Corporation for the armed forces 
is demonstrated to group of Crosley distributors by D. 
A. Sandberg, Crosley engineering division, shown at ex- 
treme right. Others in the group, left to right, are: 
S. J. Rapier, pres., The Cooper-Louisville Co., Louisville, 
Ky.; Harry Roper, pres., Alamo Dist. Co., San Antonio, 
Texas; B. W. Turnley, Nashville Chair: Co., Nashville, 
Tenn.; A. H. Gahns, Alamo Dist. Co., San Antonio, Texas; 
E. M. Cotter, Crosley merchandise mgr.; Cliff M. New- 
kirk, owner, Newkirk Radio Supply Co., Rapid City, S. 
Dakota; George Tenty, Crosley merchandise manager; D. 
A. Sandberg, Crosley engineering department. 
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KNOCK-OU. 


PRECISION-MADE 
WIRING DEVICES 


The experience gained in the manutacture 
of special wartime products will be reflected 
in the many advancements that will dis- 
tinguish the post- 
war design of Pass 
& Seymour electri- 
cal equipment. 

Consult the P&S 
Wiring Device Cat- 
alog for your re- 
quirements — send 
for an up-to-date 
copy today. 
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Illuminating Engineering 
Society Sponsors Research 


In his report to the Society at 
its Annual Meeting and Technical 
Conference in Chicago, September 
14, President H. M. Sharp report- 
ed on the establishment of the 
Illuminating Engineering Society 
Research Fund, for the purpose 
of research in lighting and relat- 
ed subjects. He also announced 
the appointment of a Board of 
seven Trustees, selected from 
among the country’s industrial 
and professional leaders. 

In accordance with the terms 
of the Trust Fund Agreement, the 
Board consists of the president 
and immediate past-president of 
the Illuminating Engineering So- 
ciety as ex-officio members serv- 
ing for one year in each capacity, 
and five prominent scientists and 
business men interested in light- 
ing, vision and their allied sub- 
jects. As the present terms of 
service of each Trustee terminate 
the Board will elect succeeding 
members for terms of five years. 

The Board of Trustees as re- 
cently appointed will include Dr. 
Conrad Berens, well known oph- 
thalmic surgeon and pathologist; 
Laurence A. Hawkins, executive 
engineer of the Research Labora- 
tories of the General Electric Com- 
pany; Alfred H. Nicoll, president 
of the Graybar Electric Co.; Park- 
er Haywood Daggett, dean of the 
College of Engineering, Rutgers 
University; A. W. Deller, patent 
consultant with the firm of Brie- 
sen and Schrenk; Howard M. 
Sharp, manager of the appliance 
and lighting bureau of the Buffa- 
lo, Niagara and Eastern Power 
Corp.; and Richard B. Brown, Jr., 
director of the Illuminating En- 
gineering Division, Boston Edison 
Company. 

With the beginning of the So- 
ciety’s fiscal year, October 1, 1944, 
Mr. Brown will conclude his term 
of service, retiring from the 
Board, and the 1944-45 President 
of the Illuminating Engineering 
Society, S. B. Williams, editor of 
Electrical World, will serve as ex- 
officio member on the Board of 
Trustees. 

Much valuable data on lighting 
and vision are expected to result 
from the research program. Ad- 
ministration of the fund will be 
the exclusive responsibility of the 
Board of Trustees who, through 
a Research Executive Committee 
of six, appointed by the Board, 
will report on the progress of the 


38 








Cc. L. Crouch 


various researches and arrange 
for the publication of results. In- 
dividual research projects are ex- 
pected to be carried out with the 
cooperation of the research lab- 
oratories of leading universities 
and other institutions. 

Announcement was also made 
of the appointment of Cazamer L. 
Crouch, well-known illuminating 
engineer, as full-time technical 
secretary of the Society. This step 
in the expansion of the activities 
of the Society’s technical and re- 
search programs, is expected to 
add greatly to the service of I.ES. 
in the field of illumination. 

Mr. Crouch’s background of 
technical research in problems of 
illumination is especially fortun- 
ate in the work he will be under- 
taking for the Illuminating Engi- 
neering Society. A graduate of 
the University of Michigan, Mr. 
Crouch studied illumination under 
Prof. H. H. Higbie, one of the 
early and most eminent scientists 
in the field of illumination. He 
spent two years in engineering de- 
sign and application with the Hol- 
ophane Company and for five 
years was illuminating engineer 
for Wipperman Mitchell, Inc., elec- 
trical engineers and contractors 
in Buffalo, N. Y. Since 1935, when 
he joined the Buffalo Niagara 
Electric Company as _ industrial 
lighting and special application 
engineer, Mr. Crouch’s_ efforts 
have been directed almost entire- 
ly to study and research in spe- 
cial lighting problems. Early in 
the war, and until his present as- 
signment, Mr. Crouch served in 
the Bureau of Ships, U. S. Navy, 
as an engineering consultant on 
special problems of secret class- 
ification. 
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Florida Contractor 
Receives High Award 


Award of an Army-Navy “E” to 
the Miller Electric Company and 
the Jacksonville Metal Manufac- 
turing Company, of Jacksonville, 
Florida, and their employees, 
brought special recognition to two 
men whose contribution to the 
war effort, their fellow townsmen 
say, is even more outstanding 
than the award indicates. 

The two, H. G. Miller, presi- 
dent, and James Dandelake, vice- 
president, of both companies, not 
only directed the successful exe- 
cution of large war contracts but 
also exercised exceptional ingenu- 
ity in doing so, according to an 
official of the Jacksonville Cham- 
ber of Commerce. 

The Miller Electric Company, 
one of the South’s leading elec- 
trical contractors, handled many 
large pre-war contracts for de- 
fense projects, including very 
large military and naval installa- 
tions. 

After the United States entered 
the war, the Miller Electric Com- 
pany accepted many important 
contracts, among them the elec- 
trical installations in the Bell Air- 
craft Company’s vast Marietta, 
Georgia, Aircraft Assembly Plant 
where B-29 bombers are assem- 
bled. Efficient handling of this 
exceedingly important contract 
was one of the reasons for the 
award. D. W. Shaffer, long asso- 
ciated with the Miller Electric 
Company, was superintendent in 
charge of it. 

The company also executed 
many contracts for installation of 
electrical equipment in United 
States Navy ships, achieving a dis- 
tinguished record of more than one 
ship a week for a period of more 
than three years. 

During the early days of the 
war when electrical equipment be- 
came increasingly difficult to ob- 
tain from established manufactur- 
ers, Miller and Dandelake estab- 
lished the Jacksonville Metal Man- 
ufacturing Company to overcome 
the handicap of shortages and dif- 
ficulties of supply. 

Starting from scratch and with 
such equipment as was immediate- 
ly available, the new company be- 
gan at once to manufacture vari- 
ous items of electrical equipment, 
including many complicated ma- 
rine specialties for the Miller 
Company’s various projects. 

Within a relatively short time 
the company was able to move 
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Let Hotpoint Help You 
Keep Customers Happy 





Use Our Service Helps 


OU know how important it is to keep customers’ 

equipment in service during this emergency. The 
operation of Hotpoint major appliances is essential to 
the public welfare. Hotpoint recognizes its responsibil- 
ity and is (1) making every effort to provide functional 
repair parts when needed, and (2) providing service 
information and help that can be very useful to you. 


As to the use of our service helps, that is up to you. 
They are yours for the asking. Just call or write your 
Hotpoint distributor so you will receive our Service- 
grams, Parts Catalogs and other helps that are available. 
And if you don’t have the free Service Guides shown 
here, be sure to ask for them. Pocket size, they show 
by cut-away sections and simple explanations how 
to keep your customers’ Hotpoint appliances working 
satisfactorily, through the emergency. 


Teamwork means everything these days. For 
the sake of your business future, we are sure you 
‘ate willing to do your part—and to use any 
help we can furnish. We make our pledge that 
‘Hotpoint will continue to give real 
»Meaning to the word “service.” 


\Edison General Electric Appliance Company, Inc. 
5614 West Taylor Street, Chicago 44, Illinois 


Berren Care | =) Less Repair 
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FOR EXCELLENCE IN 
WAR PRODUCTION 
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from its early quarters, which 
were cramped and limited, into 4 
new plant of adequate size and 
with an ample supply of modern 
manufacturing equipment. 

Mr. Miller gives unreserved 
credit for the accomplishments of 
both companies to the design skill 
and boundless energy of his asso- 
ciate, James Dandelake, who has 
been in a large measure respons- 
ible for the production achieve- 
ments of the Jacksonville Metal 
Manufacturing Company. 

The Army-Navy “E” award to 
the two companies was made at 
a colorful ceremony held in the 
ballroom of the Hotel George 
Washington, in Jacksonville, on 
Saturday, August 26. 

United States Senator Clauae 
Pepper accepted the award in be- 
half of the company. Admiral Aa- 
drew C. McFall, chief of Naval 
Air Operations Training, and num- 
erous other Navy, Army and civil- 
ian dignitaries took part in the 
function. 





Allis-Chalmers Plans Salutes 
To Industry in Broadcasts 


Men and women workers of the 
Electric Light and Power Industry 
will be honored by Saturday 
night’s Allis-Chalmers broadcast 
of the Boston Symphony Orchestra 
in the first of a series of six 
salutes to American industry and 
American workers. 

These salutes scheduled by the 
Allis-Chalmers Manufacturing Co. 
will pay tribute to the distinguish- 
ed service of both management 
and labor in time of national cris- 
is. They will be offered as brief 
intermission features from Octo- 
ber 14 to December 23. 

In addition to the Electric Light 
and Power Industry, salutes will 
be tended Mining, Chemical and 
Processing, Pulp and Paper, Steel, 
and Oil industries. 

Allis-Chalmers advertisements 
featuring these salutes will run 
in trade publications news- 
papers in key productiom:cities. 
Industrial executives, city <offi- 
cials and heads of business groups 
in each of these cities will be noti- 
fied in advance of the highlights 
of the particular broadcast. 

Broadcasts of the Boston Sym- 
phony Orchestra are heard for the 
second consecutive year (8:30 
P.M., E.W.T., Saturdays, Blue Net- 
work) under the baton of Dr. 
Serge Koussevitzky. The 81 sched- 
uled broadcasts will include guest 


40 














: < 
hae A 
, - 
in ‘ 5 r. 

“hag! i — 





BANUFACTURERS 


«| SILENCE 

_ “1 Genius 
; AT 

| work 

















“It’s simpler than the revolving model our competitor is getting out. Ours 
just hands you things!” 


artists William Primrose, viol- 
ist; Zino Francescatti, French vio- 
linist; Luboshutz and Nemenoff, 
duo-pianists; and Jesus Sanroma, 
pianist. 





New Generating Facilities 
Planned for Tampa Electric 


A power expansion program 
started in 1940 by the Tampa Elec- 
tric Company, and later suspended 
by’ the government because of a 
shortage of critical materials, is 
now to be resumed, and will give 
the City of Tampa and surround- 
ing territory served almost a 50 
per cent increase in electric gener- 
ating capacity. 

The program, with WPB appro- 
val, calls for'an expenditure by the 
company of $1,600,000. Chief item 
in the program is the installation of 
a new and additional 15,000 kilo- 
watt turbo-generator at the West 
Jackson street power plant, toge- 
ther with a new 160,000 pound-per- 
hour boiler, and other auxiliary 
equipment and improvements. This 
includes improvements to the 13 
kilovolt transmission lines to the 
llth avenue substation, a new 
switching structure at this station, 
and a new 200-foot stack. 

The new generator will be capa- 
ble of a maximum load of 18,750 
kilowatts, which together with the 
42,500 kilowatt capacity at present, 
will give Tampa and surrounding 
consumers a new capacity of 61,- 
250 kilowtts. 


G.E. Service Manual 
Aimed to Aid Home Front 

The most comprehensive house- 
hold refrigerator service manual 
ever offered by General Electric’s 
appliance product service section 


to servicemen has been released 


for distribution. It covers all mod- 
els equipped with the famous G-E 
Scotch-Yoke Sealed machines. 

In a letter to distributors, W. C. 
Noll, section manager, says the 
manual contains the service in- 
formation on all G-E Sealed ma- 
chines manufactured since 1934, 
“and there are well over 3,000,000 
of these machines in customers’ 
homes.” The many different mod- 
els include the later style Moni- 
tor Tops, all the Sealed Flatop 
models and the numerous special 
cabinet types. 

All information in the manual 
is easy to find and use with the 
expanded cross-reference type in- 
dex. All of the “whys” and “hows” 
are covered. Well illustrated with 
over 300 pictures and drawings 
the new manual has more than 200 
pages. Detailed descriptions give 
a full understanding of the ma- 
chines and cabinets. 

Sturdily bound, the manual is 
81% by 11 inches. A heavy cover 
affords protection from hard 
usage and its attractive design 
establishes a plan for future G-E 
service publications. The book is 
distributed through General Elec- 
tric distributors at 75 cents per 
copy. 
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In Re-maintenance 


Connect With the Line of Least Resistance! 


The war record of the electrical industry in “holding the line” 
under unprecedented power demands, and the shortages of 
materials and manpower, is a monument of praise to the main- 
tenance engineers whose planning and “know-how” enabled 
them to conquer problems heretofore thought impossible. 
This same “know-how” is now being brought to bear on the 
big re-maintenance job just ahead . . . to insure maximum 
efficiency and permanency of many war-born installations. 
Logically, Burndy engineers are cooperating on many of 
these programs, for wherever speed, permanency and low-cost 
are the prime connector requirements, Burndy has the answer. 





This complete connector engineering service is yours, too, for 
the asking. Burndy Engineering Co., 107 Bruckner Boulevard, 
New York 54, N. Y. 


IN CANADA: Canadian Line Materials, Limited, Toronto 13 
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Street Lighting Campaign 
Launched by Industry 


One of the most important serv- 
ices which can be rendered in the 
direction of adequate lighting in 
the heavy traffic days after the 
war will be the provision of prac- 
tical information for the use of: 

1. Municipal officials who must 
make the decision and have it 
agreeable to the public. 

2. Utility executives who must 
provide new equipment and elec- 
trical energy and who should re- 
ceive fair payment. 

3. The public who will do the 
dieing in traffic accidents unless 
considerable street lighting is in- 
stalled, and who consequently 
need to understand its values. 

These three types of informa- 
tion will be furnished on an or- 
ganized scale by means of an In- 
dustry Promotion Program spon- 
sored by the Street Lighting Sec- 
tion of the National Electrical 
Manufacturers Association, 
through the Street and Traffic 
Safety Lighting Bureau. 

The program is outlined jointly 
by V. J. Lajeunesse, chairman of 
the section and A. F. Dickerson, 
chairman of the bureau. The pub- 
lic will be introduced to the plan 
through various channels of ‘in- 
formation and through direct util- 
ity outlets. 

‘It is our belief,” Mr. Lajeun- 
esse said, “that if the utilities are 
properly sold on the idea of pro- 
moting street lighting, they will 
in turn sell an important segment 
of the public through talks to 
women’s clubs, civic groups, mer- 
chants’ associations, through win- 
dow and lobby displays, the cir- 
cularization of literature provid- 
ed by the Street and Traffic Safe- 
ty Lighting Bureau and through 
the setting up of demonstration 
streets and areas.” 

As part of the appeal to munic- 
ipal officials, the Bureau will pre- 
pare a monthly newsletter to be 
sent directly to them or be dis- 
tributed through the utilities or 
through the facilities of the Street 
and Traffic Safety Lighting Bu- 
reau. This newsletter will contain 
a condensation of news stories, 
articles and editorials on street 
lighting appearing in current mag- 
azines and newspapers; street 
lighting promotion plans and ac- 
tivities of cities; accident statis- 
ties and street lighting promotion 
material. It will be supplemented 
by monthly direct mail pieces con- 
taining before-and-after pictures 
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and which in subject matter and 
sales appeal will parallel and ex- 
pand consumer advertising. 

Part of the plan also calls for 
a series of strong advertisements 
directed at municipal officials and 
utility executives, to be launched 
in trade publications appealing to 
those groups. 

An important phase of industry 
promotion directed toward the 
utility executives will be another 
newsletter, somewhat similar to 
the one for municipal authorities, 
also to be supplemented by month- 


ly direct mail pieces stressing the 
public relations value of good 
street lighting and showing how 
street lighting can be put on a 
profitable basis. Both of these 
media are expected to serve as a 
medium for the exchange of ideas, 
with the basic theme tying in with 
municipal official and consumer 
promotion. 

The utility advertising plan of 
the Section and Bureau for the 
next several months also calls for 
a series of display ads in electric 
utility trade magazines. 








Government News and Views 
For the Eleetriecal Industry 








A reserve of 37,000 tons of car- 
bon steel, plus other materials in 
proportion, has been set aside for 
the fourth quarter of 1944 to cover 
a number of contingent, non-mili- 
tary production programs set up 
by the War Production Board’s 
Office of Civilian Requirements 
and several other programs pro- 
posed by the War Food Adminis- 
tration, Office of Defense Trans- 
portation and WPB’s Office of 


War Utilities, WPB has announ-.- 


ced. 

Most of the programs are stil’ 
in the paper stage and, even if 
carried out in full, would not 
mean that the products would be 
available on a wide enough scale 
to satisfy even the essential civil- 
ian demand, WPB cautioned. The 
beginning of work under them will 
depend entirely upon the avail- 
ability of facilities, manpower and 
components, officials said. 

At present, most of the manu- 
facturers whose facilities would 
be available for the normal pro- 
duction of these items are occu- 
pied with war contracts and the 
feasibility of the proposed pro- 
grams would depend largely upon 
partial or complete cuts in some 
of these contracts, the official 
said. However, the materials will 
be available to those manufactur- 
ers whose facilities are already 
open for civilian production and 
who can satisfy the manpower re- 
quirements. 

The programed items are do- 
mestic mechanical refrigerators, 
domestic washing machines, sew- 
ing machines, vacuum cleaners, 
miniature incandescent lamps, 


electric ranges, batteries for farm 
radios, electric fans for industrial 
and commercial use, commercial 
laundry and dry cleaning equip- 
ment, electric sewing machines, 
class “B” oil burners, stokers of 
classes A and B, domestic electric 
water heaters, electric and spring- 
wound alarm clocks, oil storage 
tanks, insect screen cloth, and hy- 
dro-pneumatic tanks. 

These items were selected for 
programing because of the ex 
treme need for them on the home 
front, because of the critical com- 
mon components required, and be- 
cause the manufacturing complex- 
ities of some of them required 
careful study by WPB’s industry 
divisions in order that production 
might be arranged without inter- 
ference with war needs. 


x * 

Material has been authorized 
for the production of 30,000 do- 
mestic type oil burners during 
the fourth quarter of 1944, for 
replacement and hardship cases, 
the War Production Board an- 
nounced. 

Production of this type of oil 
burner has been prohibited since 
April 15, 1942, but essential re- 
placements have been made from 
inventories of manufacturers and 
dealers. These inventories have 
become depleted, however, and in- 
dividual consumers are now ex- 
periencing considerable difficulty 
in finding burners to meet their 
requirements. For this reason it 
was necessary to resume produc- 
tion of the domestic type burners, 
WPB officials explained. 


ELECTRICAL SOUTH for OCTOBER, 1944 





ELEC 





engineered to ¢ 


LoS tu 


Don’t be surprised if the Federal 
controls you buy for one ma- 
chine outlasts two, three or even 
four others. For—Federal builds 
‘em for long life. Designs them 
to withstand the rigors of hard 
usage. To take in stride shocks 
... Vibrations — or what. have 
you. Expect to find, too, ample 
wiring space ... easily remov- 
able contacts . . . efficient oper- 
ation... ease and economy in 
maintenance. For safe and 
dependable control of motor- 
driven machinery depend on 
Federal. 


FEDERAL ELECTRIC PRODUCTS COMPANY 


Plants at: 1429 Park Stre 
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of a Complete Line of Major 
Home Appliances 


EVERY SUCCESSFUL DEALER KNOWS — 


One outstanding appliance will sell others of the same brand. 
A family pleased with a Norge Rollator refrigerator is a ready 
prospect for a Norge range. It’s basic appliance selling! 


And that’s why Norge dealers will enjoy profits from extra 
sales. Norge will give them a complete line of brilliant major 
home appliances under one famous name. And in addition to 
the quality line of Rollator Refrigerators, Gas and Electric 
Ranges, Washers and Home Heaters, Norge will offer new 
pace-setters in postwar profit-makers for Norge dealers to 
present to America’s waiting homemakers. . . all the oppor- 
tunities for a great future. 

Norge means new products for waiting home owners to 
buy. Norge means new products for far-thinking dealers’ 
profit. Norge means a successful future for Norge dealers! 


Norge Division, Borg-Warner Corporation 
Detroit 26, Michigan 


A BORG-WARNER INDUSTRY 


*...for outstanding 
production of 
war material.” 


BEFORE YOU BUY 
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Permission to use solder having 
up to a 50% tin content by weight, 
has been granted for three addi- 
tional purposes, the War Produc- 
tion Board reports. Previously, 
solder with this percentage of tin 
was permitted only for ammuni- 
tion boxes. 

Revision of Tin Order M-43 per- 
mits this weight to be used for 
the manufacture, repair and main- 
tenance of (1) refrigeration equip- 
ment; (2) radio and radar equip- 
ment, and (3) for the manufac- 
ture and repair of any type of in- 
dicating, recording, measuring or 
controlling instruments and their 
associate control valves, exclud- 
ing manufacture and repair of gas 
meters. Solder containing 35 per 
cent tin is permitted for manufac- 
ture, and 38 per cent for repair 
of gas meters, officials explained. 

The action with respect to radio 
and radar equipment restores to 
that industry the right to use 50 
per cent tin content solder. The 
industry has been using a 35 per 
cent tin content solder which 
slowed down production, officials 
said. 

The amendment also clarifies 
the provision calling for certifica- 
tion from distributors of solders 
and babbitt metal. The distributor 
must now certify to the manufac- 
turer that he will not re-sell to 
any user unless he has received 
the certificate from the user as re- 
quired by the order, officials said. 

* * 


Unless projected requirements 
for copper wire and cable are ma- 
terially altered, the reduced mili- 
tary demands, after “Victory in 
Europe” Day, will permit copper 
wire and cable mill facilities to 
accept and deliver orders other 
than authorized controlled materi- 
al orders in a pattern and of a cop- 
per content approaching pre-war 
levels, the Copper Wire and Cable 
Industry Advisory Committee was 
informed at a recent meeting, the 
War Production Board reports. 

WPB plans elimination of all 
unnecessary governmental con- 
trols, reports and directions on 
cessation of European hostilities, 
officials said. Retention is intend- 
ed only for those controls need2d 
to insure fulfillment of military 
requirements for victory over Ja- 
pan, it was emphasized. 

* * 

Manufacturers and assemblers 
of fluorescent lighting fixtures 
and electrical wholesalers selling 
ballasts and transformers for 
such fixtures must each file a re- 
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“Mix me up another long cool one, Maw, and then don’t bother me while 
I’m _ plowing.” 


port stating ballast and trans- 
former inventories, the amount 
used and the amount on order 
for the year 1944, the War Pr»- 
duction Board announced recently. 

These reports, due on or before 
September 15, 1944, are to be made 
on WPB Form 3894. They mus? be 
filed by all manufacturers, asseni- 
blers and wholesalers who, on 
September 1, will have in inven- 
tory 100 or more units of all types 
of ballasts and transformers for 
fluorescent lighting fixtures; or 
who used 500 or more units in 
1944; or who had an order for 
delivery of 500 or more units in 
1944. 

Ballasts are used with hot ca- 
thode fluorescent lighting fix- 
tures; transformers are used with 
the cold cathode type of fixtures. 
They are made by the same man- 
ufacturers and utilize the same 
production facilities as radio and 
radar coils and other transformers 
for combat equipment. Because of 
heavy military demand, production 
of ballasts and transformers for 
fluorescent fixtures has been cur- 
tailed by WPB. This, in turn, has 
curtailed production of the fix- 
tures. 

Information compiled from re- 
ports made on WPB Form 3894 
is needed to determine whether 
the present production of ballasts 
and transformers is sufficient for 
essential fluoreceni lighting in- 
stallations and to permit analysis 
of their distribution. 


Copies of WPB Form 3894 have 
been mailed to approximately 250 
manufacturers and _ assemblers 
and to 1,750 electrical wholesal- 
ers. Persons who should file the 
report and do not receive the form 
by mail should obtain copies from 
the nearest WPB field office, of- 
ficials said. 

x * * 

Additional material has been 
authorized to increase fourth- 
quarter production of electric wa- 
ter heaters for civilian use from 
12,500, as originally approved, to 
30,000, the War Production 
Board’s Office of Civilian - Re- 
quirements announced. 

This increase is necessary be- 
cause of the acute need for such 
equipment, WPB officials  ex- 
plained. 

Production of eiectric water 
heaters for civilian use was re- 
sumed during the third quarter 
of 1944, beginning July 1, at the 
rate of 125,000 for the quarter. 
Prior to that time production for 
civilians had been prohibited ex- 
cept when it was found necessary 
to allow some production on an 
appeals basis. 

Order L-185, controlling produc- 
tion of water heaters, will be 
amended soon to provide for the 
increase in production permitted 
by the additional allocation of ma- 
terial. 

Production of electric water 
heaters for the armed services 
and NHA is not included. 
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Even if we wished, we could not meet the 
nation’s total demand for Safety Switches... 
But it is gratifying to realize that we are 
attracting the greater part of the business 
placed by users who insist on highest 


quality. 
This they get in BullDog with its exclu- 


ELECTRIC 


BOX 177, R. PK. ANNEX, DETROIT 32, MICHIGAN 
In Canada: BullDog Electric Products, Ltd., Toronto 
Field Engineering Offices in All Principal Cities 


Buy More War Bonds 
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SAFETY SWITCHES WITH “CLAMPMATIC” CONTACTS 


sive Vacu-Break principle of arc suffocation 
- - « plus the Clampmatic feature which 
assures contacts tight as a bolted connection 
- - « plus stylined cabinets of modern 
design ... all at no price penalty! They 
pay no more but get a lot more! 

Capacities from 30 Amp. to 1200 Amp. 


Also Manufacturers of 
SaftoFuse Panelboards—Switchboards— 
Circuit Master Breakers—BUStribution 
Duct, for “plug-in” power—Universal 
Trol-E-Duct, for flexible lighting—Iindus- 
trial Trol-E-Duct, for movable “loads.” 
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PERSONAL NOTES 


About Men You Know 





Frank Wilhelms has joined the 
Edwin L. Wiegand Co., Pittsburgh, 
as assistant to the president. Mr. 
Wilhelms was formerly advertis- 
ing promotion manager for the 
Pittsburgh Post-Gazette. Previous- 
ly he had conducted his own ad- 
vertising agency. His headquar- 
ters will be at the Pittsburgh plant 
and he will devote his attention 





Frank Wilhelms 


to the promotion of Chromalox 
electric range units and electric 
heating units for industry. 

* * 

With postwar planning in view, 
announcement of changes in the 
Engineering Department of the 
Weston Electrical Instrument Cor- 
poration, Newark, N. J., have been 
made by Caxton Brown, president 
of the company. 

John H. Miller, who has been as- 
sistant chief electrical engineer, 
has been promoted to chief elec- 





trical engineer. 

Frank X. Lamb has been made 
assistant chief electrical engineer. 
He formerly was a project engi- 
neer. 

Karl M. Lederer, formerly as- 
sistant chief engineer, is now as- 
sistant director of research. 

W. N. Goodwin, Jr., continues as 
vice-president in charge of re- 
search and engineering. He re- 
linguishes his post as chief en- 
gineer, but retains his present 
title of director of research. He 
also will be available for consul- 
tation and guidance in engineer- 
ing matters in general. 


* * * 
J. S. Sayre, president of Bendix 
Home Appliances, Inc., South 


Bend, Indiana, has announced the 
appointment of W. A. Becker, C. 
J. Laufersweiler and C. D. Mitch- 
ell as divisional sales managers. 
Mr. Becker will be midwest sales 
manager, Mr. Laufersweiler, west 
coast sales manager and Mr. 
Mitchell, southeast sales manager. 
All three were district managers 
on the automatic home laundry 
previously. 

At the same time it was an- 
nounced that Paul Hichborn has 
been appointed retail merchandis- 
ing manager of Bendix Home Ap- 
pliances, Inc., South Bend, Indi- 
ana. Mr. Hichborn has resigned 
his position as merchandise man- 
ager of Gooderham and Worts, 
Hiram Walker subsidiary. He has 
spent over fifteen years in the 





John H. Miller 


48 


Karl M. Lederer 


electrical appliance industry, ten 
of them as retail sales manager 
of Rex Cole, Inc., New York Gen- 
eral Electric Appliance distribu- 
tor with responsibility for the 
sales of refrigerators, ranges, 
washers and electric kitchens. 
Later he was sales manager for 
Electrical Housekeeping, Inc., of 
Cleveland, Ohio, General Electric 
appliance distributor. For several 
years later he was retail merch- 
andising manager of the Air Con- 
ditioning and Heating Department 
of General Electric at Bloomfield. 
* * 

Ward R. Schafer has been ap- 
pointed general sales manager, 
Edison General Electric Appliance 
Company, according to R. W. 
Turnbull, president. Now regional 
sales manager of the company’s 
western region at San Francisco, 
Mr. Schafer has been a sales and 
engineering executive in Hot- 
point’s organization for almost 
twenty years. 





Ward R. Shafer 


He joined the company in 1924 
as an engineer in commercial 
cooking sales. Later he was man- 
ager of product service for sev- 
eral years, and at the time war 
production halted sales, he was 
manager of the range sales di- 
vision. Mr. Schafer was given a 
leave of absence in 1942 to join 
George A. Fuller company as sup- 
erintendent of construction on a 
$30,000,000 butadiene plant at 
Houston, Texas. He rejoined Hot- 
point last April. 

Mr. Schafer was graduated in 
electrical engineering from Mich- 
igan State College in 1923. 


* & 


Appointment of Thomas P. 
James as manager of the newly- 
created Special Goods Section of 
the Sales Department of Proctor 
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Electric Company was announced 
recently by R. M. Oliver, vice- 
president in charge of sales. 

Mr. James is well-known in the 
electrical appliance industry, hav- 
ing been associated with it for 
more than fifteen years. He joined 
the Proctor organization approxi- 
mately six years ago. Previous to 
the war he served successively as 
district sales manager at Detroit 
and Columbus, Ohio, respectively. 
At the changeover to war produc- 
tion, Mr. James was named war 
contracts manager. He will also 
continue to serve in that capacity. 

* * 

T. B. Willard has been appoint- 
ed Southeastern District Repre- 
sentative of the General Electric 
Company’s Electronics Depart- 
ment and will report to District 
Manager C. J. Hendon, it has been 
announced by A. A. Brandt, gen- 
eral sales manager of the depart- 
ment. 





T. B. Willard 


In this capacity, Mr. Willard 
will be responsible for the sale 
of Tube Division products of the 
department in the district. His 
, headquarters will be at the Gen- 

eral Electric Company, Red Rock 
Building, Atlanta, Georgia. 

Born in Atlanta, Georgia, Mr. 
Willard attended Georgia School 
_ of Technology and in 1927 joined 
the Accounting Department of the 
General Electric Company in At- 
) lanta, transferring to the Adver- 
tising and Sales Promotion Sec- 
tion of the Apparatus Department 
) there in 1985. Two years later he 
| Was appointed office manager of 
ithe Edison G-E Appliance Com- 
} Pany, in Atlanta, and in 1989 was 
made territorial manager for Hot- 
Point appliances in the states of 
North and South Carolina with his 
headquarters in Charlotte, N. C. 
Due to curtailment in production 
of major home appliances, he re- 
turned to Atlanta to cover the en- 
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If you sold PROCTOR 
NEVER-LIFT SPEED IRONS 


eee your sales talk WWE MEWS 
with these PROCTOR “‘firsts“’: 
@ (1929) First Fabric Dial 
@ (1934) First Pressure-Sealed element 


© (1939) First Speed Selector 
4) (1939) First and only Never-Lift feature! 





TOMORROW: 


--You’ll make news again with the still 
finer Never-Lift iron coming from Proctor 
after the war. Meanwhile let’s all “Back 
the Attack” with War Bonds. 


ROCTOR 


ei “sd IN APPLIANCE MERCHANDISING 





indies ELECTRIC COMPANY—DIVISION, PROCTOR & SCHWARTZ, INC. 
PHILADELPHIA 40, PENNSYLVANIA, 





tire southeast as commercial cook- 
ing specialist for Hotpoint in 
1942; when commercial equipment 
production was cut again, he re- 
turned to the Apparatus Depart- 
ment, where he has remained until 
his present appointment. 
x * * 

Albert Pfaltz has been appoint- 
ed director of public relations of 
the Society of the Plastics Indus- 
try, Inc., according to an an- 
nouncement by George K. Scrib- 





Albert Pfaltz 


ner, president of SPI. For the past 
eight years a member of the sen- 
ior staff of the National Electrical 
Manufacturers Association, Mr. 
Pfaltz was active in NEMA pub- 
licity, business development pro- 
grams, and postwar planning, and 
was editor of the Adequate Wiring 
Reporter, newspaper of the Na- 
tional Adequate Wiring Program. 
x %* 

Major changes in the General 
Electric Company’s home appli- 
ance and construction material 
sales organization were announc- 
ed recently by H. L. Andrews, vice 
president of the company. 

C. R. Pritchard has been ap- 
pointed to the newly-created po- 
sition of general sales manager of 
the G-E appliance and merchan- 
dise department, and will be re- 
sponsible for all sales and sales 
policies of appliances and con- 
struction materials, responsible to 
the vice president. Other appoint- 
ments placed A. M. Sweeney in 
the position of manager of sales 
of all major appliances, and C. W. 
Theleen in the post of manager of 
sales of all traffic appliances and 
vacuum cleaners. Both will be re- 
sponsible to Pritchard, as will J. 
H. Crawford, who continues as 
manager of sales of G-E construc- 
tion materials. A. C. Sanger, ap- 
pliance sales manager for the past 
year, has resigned. 
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A. L. Scaife has been appointed 
merchandising manager for the 
entire appliance and merchandise 
department, and will also be re- 
sponsible to Pritchard. L. H. Mill- 
er immediately becomes manager 
of the household refrigerator di- 
vision, and C. J. Enderle manager 
of the company’s electric sink and 
cabinet division. 

In announcing the changes as 
vitally necessary to General Elec- 
tric’s continuance postwar as the 
largest maker and seller of elec- 
tric home appliances in the world, 
Andrews pointed out that the re- 
sumption of consumer goods man- 
ufacture hinged directly upon the 
progress of the war, since the com- 
pany’s facilities are still engaged 
full-time in war production. 


* * 

W. L. Fattig has been appointed 
southeastern district representa- 
tive of the General Electric Com- 
pany’s Electronics Department 
and will report to C. J. Hendon, 
distnict manager, it has been an- 
nounced by A. A. Brandt, general 
sales manager of the department. 

In this capacity Mr. Fattig will 
be responsible for the sale of 
products of the Transmitter Di- 
vision of the department in the 
district. His headquarters will be 
at the General Electric Company, 
Red Rock Building, Atlanta, Geor- 
gia. He was previously acting sup- 
ervisor of the Technical Service 
Section in the Receiver Division, 
Bridgeport. 

Mr. Fattig has been in the radio 
business since 1928. Born in Balti- 
more, Ohio, he was graduated 
from Georgia School of Technol- 
ogy, in 1927, with a BS. degree 
in electrical engineering. He join- 
ed General Electric in 1935, when 
he went to work with G.E. Supply 
Corporation, at Atlanta, Georgia, 
as service supervisor. In 1937, 
Mr. Fattig became a radio field 





W. L. Fattig 





engineer for the G.E. Receiver Di- 
vision and covered Atlanta and 
New Orleans. In 1940, he was 
called to Bridgeport, Connecticut, 
to work in the Technical Service 
Section as acting supervisor. 

* * * 


Appointment of Harold W. 
Schaefer as assistant manager of 
the newly-formed Radio Receiver 
Division of the Westinghouse 
Electric and Manufacturing Com- 
pany has been announced by Wal- 
ter Evans, vice-president. 

Mr. Schaefer, the new assistant 
manager of the Radio Receiver Di- 
vision, studied electrical engineer- 
ing at Lewis Institute and physics 
at the University of Chicago. In 
1926 he joined the Majestic Grigs- 
by Grunow Company as a radio 
engineer, and was soon made chief 
inspector and later engineer in 
charge of special development and 
manufacturing and assistant to 
the president. 

In 1932 he conducted research 
for Grunow on the first low-press- 
ure refrigerant and the compress- 
or for its use. From then until 
1939, Mr. Schaefer was successive- 
ly in charge of refrigerator cabi- 
net manufacture and compressor 
assembly; chief inspector of radio 
and refrigeration; in charge of the 
methods department for all Gru- 
now plants, and finally assistant 
to the president in charge of man- 
ufacturing in all plants. 

* %* 

Leonard Kebler, president of 
the Ward Leonard Electric Com- 
pany for 40 years, became chair- 
man of the board of directors, a 
newly created post, at a meeting 
held August 15, 1944. 

Mr. Kebler, recently elected 
president of the National Electri- 
cal Manufacturers Association, 
has been with the Ward Leonard 
Electric Company for 45 years, 
being made its president in 1904 
when H. Ward Leonard, founder 
of the Company, retired from that 
office. 

Dawson J. Burns, vice president 
of the company since 1909, was 
elected to succeed Mr. Kebler as 
president. Mr. Burns became as- 
sociated with the firm in 1902, 
and in 1909 was elected vice- 
president. 

Arthur A. Berard was elevated 
to executive vice-president and 
general manager, having served 
successively as salesman, general 
works manager, and general sales 
manager. Mr. Berard joined the 
manager. 
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d Full-page color advertisements featuring Universal’s “U” 
8; Plan for “V” Day are appearing in 14 national maga- 
)4 zines during 1944. A total of over 40 million messages 
er will explain the “U” Plan to consumers, and help you 
at FF get together with them for post-war planned purchases. 


In addition to national advertising, Universal is bring- 
ing many important merchandising aids to all “U” Plan 
dealers. You don’t have to be a Universal dealer to join 
the"U” Plan—fill in coupon now! It costs you nothing! 
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ADVERTISING 
AS APPEARING IN: 
AMERICAN HOME + BETTER HOMES 
AND GARDENS « ELECTRICITY ON THE 
FARM » FARM JOURNAL AND FARMER'S 
WIFE « GOOD HOUSEKEEPING + HOUSE 
AND GARDEN + HOUSE BEAUTIFUL « LADIES 
HOME JOURNAL + LOOK » McCALL'S 
PARENTS’ * SATURDAY EVENING 
POST + SUNSET « WOMAN'S 
HOME COMPANION 















Universal Electrical Appliances distributed in Canada 
exclusively by Northern Electric Company, Limited 
I 


LANDERS, FRARY & CLARK Dept. ES 
New Britain, Conn. 
Gentlemen: 


ae 
I wish to become a “U” Plan Dealer—please send I 
free “U” Plan for “V” Day Plan Book to i 


Name 





0 ES 2 a 


City State. 
ee eee 
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For Complete 
Wiring Systems 


USE 


FLAMENOL 
BUILDING WIRE 


(Small Diameter—Thermo-plastic Insulated) 





“MweS 


FOR DRY LOCATIONS 


“Me SWa 


FOR WET LOCATIONS 





Approved by 
the Underwriters’ 








Uses Flamenol* Building Wire for new wiring, rewiring or main- 
tenance wiring. Use it for feeders, branch circuits or special wiring. 
This all-purpose, small diameter, thermo-plastic insulated building 
wire is easy to install and will give long dependable service. Two 
types are available: Type SN Flamenol wire for use in dry locations; 
Type SNW Flamenol wire for use in wet locations. 


Whole buildings can, be wired with Flamenol Building wire using 
either Type SN or Type SNW or both—whatever conditions require. 
The insulation of both these wires has long life, is high in dielectric 
strength, is flame retarding and is resistant to oils, acids and alka- 
lies. In addition, Type SNW Flamenol wire insulation has low 
moisture absorption. 


For further information see the nearest G-E Merchandise Dis- 
tributor or mail the coupon for descriptive folders. 








w 
@ General Electric Company, Section W1041-16 & 
a Sopmence and Merchandise Dept., BUY WAR BONDS 
a bd AND KEEP THEM 
a Sirs: Please send me the folders on Type SNW and @ 
* Type SN Flamenol Small Diameter Building Wire. rm Hear the General Electric 
radio programs: ““The G-E 
& ® All Girl Orchestra’? Sun- 
Name.. day 10 P.M. EWT, 
I e “The World Today’’ news 
war weekday 6:45 P.M. 
@ Address ® EWT, CBS. 
x & 
City State *Reg. U.S. Pat. Off. 





GENERAL “4 ELECTRIC 





Ww 
Nm 


Announcement of the appoini- 
ment of Ellwood R. Berkeley as 
sales promotion manager of the 
Premier Division of the Electric 
Vacuum Cleaner Co., Inc., has 
been made by R. B. Wilson, exec- 
utive vice-president. Mr. Berke- 
ley will assume his new position 
at the home office in Cleveland 
about October 1, 1944. He has re- 
cently obtained his release from 
OPA with which organization he 
has been associated for the last 
two years in the Consumer Dur- 
able Goods Division, in Washing- 
ton, D. C. 

Mr. Berkeley is not new to the 
electrical appliance field or to 
Premier. Just prior to his war- 
time government service he was 
New York sales division manager 
for Premier. Before that he was 
with Hecht’s in Washington, Pre- 
mier assistant division sales man- 
ager in Philadelphia, and Premier 
division sales manager in Chicago. 

* & 

Lloyd L. Spencer, vice-president 
and general sales maanger of the 
Stromberg-Carlson Company has 
announced the appointment of 
David S. Cook, of Rochester, N. 
Y., as sales promotion manager 
for the company. In his new ca- 
pacity with the fifty-year-old 
communications firm, Mr. Cook 
will work directly under Stanley 
H. Manson, manager of public re- 
lations, advertising and sales pro- 
motion. 

Mr. Cook will take charge of the 
expanding program the company 
has under way in the field of sales 
training and in addition will di- 
rect the company’s several publi- 
cation activities. 

At the same time the appoint- 
ment of a southern region radio 
sales representative by Clifford 
J. Hunt, sales manager of the 
company’s Radio Division, was an- 
nounced. 

The new regional sales repre- 
sentative is Frank J. McCloskey, 
of Irvington, N. J. In his new po- 
sition, Mr. McCloskey will repre- 
sent the radio division of the com- 
munications’ company in the 
southern and southeastern states, 
extending south from North Caro- 
lina, west to Tennessee, and south- 
west to Texas, contacting distrib- 
utors and key dealers of the 
Stromberg-Carlson radio, F-M and 
television lines in that area. 


— 








BUY WAR BONDS 


—— 
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Silex Offers New Package 


Dressed up deluxe in tune with 
its own modernity, Silex glass cof- 
fee makers in the 8-Cup Bretton 
style will now arrive at dealer 
stores in a trim, blue-and-white 
package, the product of master de- 
signers, it was announced by the 
Silex Company, Hartford, Conn. 





The new pasteboard box, with 
corrugated filler within to pro- 
tect the product in shipping, is 
the first of a new series of pack- 
ages contemplated for more at- 
tractive display of all Silex prod- 
ucts, the list of which is being 
expanded for postwar markets. 

The makers of Silex are confi- 
dent that the new packages will 
result in greater featuring and 
display of all Silex products and, 
hence, easier and increased sales 
for the dealer. 


New Industrial Unit 


Curtis Lighting, Inc., of 6135 W. 
65th St., Chicago 36, IIl., has de- 
signed a new series of fluorescent 
industrial units for two and three 
40-watt lamps for use in indus- 
trial plants, airplane hangars, and 
other industrial interiors. 

Catalog No. 1626-C is the two- 
lamp unit; Catalog No. 1627-C, the 
three-lamp unit. The units can be 
hung individually, or in continu- 
ous lines for higher intensity by 
means of chain, conduit or cable. 
They can be used over work bench- 
es, machines, etc., or for general 
lighting. Only four-foot units are 
available. 

Outer surface of reflector and 


housing is painted gray; inside 
white reflecting surface is of Flu- 
racite. Steel reflector and hous- 
ing. Ballast and starters mounted 
on top of wiring channel. Units 
are wired for 110-120 volts. 


Myers New Water Systems 


In the vanguard of new products 
of interest to the trade, as well 
as to millions of farmers and resi- 
dents of small towns and subur- 
ban districts, is the new farm and 
home water system designed by 
the F. E. Myers & Bro. Company, 
of Ashland, Ohio. 

This new water system is built 
in four sizes. Shallow well capaci- 
ties range from a maximum of 
530 gallons per hour for the 4% hp 
unit to 2,200 gallons per hour for 
the 1 hp system. Capacities of the 
deep well systems are equal to 
the manufacturers present models. 

Of special interest to water sys- 
tem dealers is the fact that the 
design of this new Myers type 
“H” Series Ejecto permits use of 
the same pump and tank assem- 
bly for both shallow and deep well 
installation. Heretofore an entire- 
ly different complete system had 
to be stocked for deep and shal- 
low wells but this new unit elim- 
inates this need. Simply by attach- 
ing the proper ejector to the pump 
and tank assembly it becomes 
either a deep or shallow well sys- 
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tem. The parts for making these 
changes are boxed separately and 
properly labeled, thus making 
stocking extremely simple. 


Two Models of G.E. Irons 


Two models of electric irons 
will be manufactured by the Gen- 
eral Electric Company in its On- 
tario, California, plant under re- 
cent OPA and WPB rulings and 
directive orders. 





Both models will be of the auto- 
matic type. The majority of the 
421,000 irons, which was the quota 
granted G-E, will carry a retail 
price of $8.55, including tax. The 
other model will retail at $5.70, 
including tax. These prices are 
comparable to those of prewar 
models. The new irons will be sim- 
ilar to the prewar irons manu- 
factured by G-E with only minor 
modifications in external finish. 

It is expected that delivery of 
the irons will begin in September. 
General Electric’s regular distrib- 
utors will receive the first ship- 
ment, and retailers will be able 
to offer the irons for sale to 
the general public shortly after- 
ward. Quotas have been estbab- 
lished for each geographical area 
within the United States, based 
on the distribution of iron sales 
of 1940, adjusted to compensate 
for population shifts since that 
year. 


Safe Industrial Fluorescent 


A new industrial and utility 
lighting fixture for use with wo 
40-watt, three 40-watt, and two 
100-watt fluorescent lamps has 
just been announced. The new 
Maze-Lite is built of heavy-gauge 
steel throughout, made possible 
by the War Production Board’s 
recent release of heavy-gauge 
steel for lighting purposes. 

Made entirely with dies, it is 
strong and rigid, and is durably 
finished. Its reflector is available 
with either porcelain enamel 
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from the MOST COMPLETE li 
of Cable Taps 


Now you can select from a really 
complete line of standard and special 
taps. Every one carefully designed 
and manufactured. 

Parallel and 90° taps — and combi- 
nations —in the widest variety. For 
conductor sizes up to 1,000,000 CM. 
































Gutter Tap § 

with Bake- Baggs 
lite Cover. 
Insulating 
covers can be fur- 
nished for all types 
of Penn-Union ca- 
ble taps. 


2-way Gutter Tap. Main 
and branch sizes 8 to 
1,000,000. 


Two Separate 
Parallel Taps 
to a _ continu- 
ous main con- 
ductor, 





Combination Cable 
Taps; one branch 
Parallel to main, 
and one at 90°. 






Hinged Clamp of Penn- 
Union Type HFM makes 
installation easy. Multi-slit 
tapered sleeve assures per- 
manent grip 
on branch. 


Positive Equalized Pres- 
sure on main and branch, 
with Penn-Union Type 
SM. Tightening torque is 
accurate measure of the 
elamping force. 


L. MORRIS LANDERS pw 
3809 Walton Building Atlanta, Ga. COPE 


WALTER J. HUEMMER +? 


Dallas Transfer & Terminal 
Warchouse Building Dallas, Texas. 


PENN-UNION ELECTRIC CORPORATION yc 
ERIE, PA. 








Conductor Fittings 
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(1200°) surface, or with synthetic 
enamel (300°) surface. Reflector- 
ends are rounded to eliminate 
sharp corners for maximum safety 
conditions. 

The Maze-Lite can be had with 
hot-cathode or cold-cathode auxil- 
iaries, and its reflector provides 
high light utilization with normal 
lamp shielding. It is immediately 
available. For further details 
write to The Edwin F. Guth Co., 
2615 Washington Ave., St. Louis 
3, Mo. 


New Toggle Switch 


A new small, thin toggle switch 
has been developed by the McGill 
Manufacturing Company, Inc., of 
Valparaiso, Indiana, that is expected 
to find wide acceptance, especially 
among the small tool, appliance and 
office machine people. This new 
switch is also very practical for the 
individual control of lights in Pull- 
man cars, passenger cars and busses, 
interior lights in autos, airplane 
and trailer lights, camera projectors, 
wall, floor and table lamps. 





Its construction is dust and vibra- 
tion proof and its body is only 1” 
long, 4%” wide and %” thick. It will 
fit into the shallowest of openings. 
This switch is made in three types. 
No. 25 single pole, rated 6 amp. “T” 
125 volts; 3 amp. 250 volts. No. 27, 
three way, rated 6 amp., 125 volts. 
No. 28 two-cireuit, no off position, 
rated 6 amp. 125 volts. All types 
furnished with wire leads or solder 
lugs. The illustration is actual size. 
This McGill switch is approved b: 
Underwriters Laboratories. 


New Insulating Process 


A new process for the applica- 
tion and treatment of insulating 
varnish to armatures and stators 
has been announced by The Sterl- 
ing Varnish Co., Haysville, Pa., 
and Manchester, England. 


Named the Zanderoll Process 
after its inventor, Don F. Alexan- 
der, the method provides amazing 
cost-saving and product-improve- 
ment advantages according to the 
Sterling engineers. Major benefits 
stated are: 50% to 90% reduc- 
tion in treating time over previous 
methods, elimination of varnish 
drainage immediately on removal 
from varnish bath, conserving 
varnish, saving oven clean-up and 
preventing fire hazards; elimina- 
tion of necessity for cleaning 
shafts; perfect penetration and 
filling of all windings including 
slot sections; thorough drying 
throughout; uniformity of distri- 
bution permits balancing arma- 
tures before varnish treatment; 
flexibility of stator lead wires 
maintained. The Zanderoll Process 
does not necessarily require any 
change in the type of varnish pre- 
viously used. 

Armature and stator engineers 
are invited to bring their product 
to The Sterling Varnish Co., Hays- 
ville, Pa., for a demonstration 
Zanderoll treatment in the pilot 
plant now in operation. 


New Fluorescent Fixture 


The Spero Electric Corporation 
announces a newly designed flu- 
orescent fixture, ideal for any 
commercial installation, combin- 
ing highest efficiency, modern de- 
sign, minimum glare and low main- 
tenance costs. All the elements of 
correct engineering have been in- 
corporated in this modern unit. 
The light from the four 40-watt 
tubes is shielded by evenly spaced 
egg-crate louvres, minimizing 
glare. Reflecting surfaces, finish- 
ed in “Plastox” white (88% re- 
flection factor) are so arranged 
as to eliminate “trapped light” re- 
sulting in high intensity with low 
surface brightness. Plastic side 
panels shield end tubes and con- 
tribute to smart appearance. 

Made for stem or flush mount- 
ing. For stem mounting, unit is 
equipped with an attractive ceil- 
ing canopy. Louvres are hinged 
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for easy and quick maintenance. 
This new unit is designated Spero 
LVR-448, and is available with 
Spero Insta-Lite — providing in- 
stantaneous lighting and still fur- 
ther reducing maintenance costs. 
Descriptive bulletin is available 
by writing The Spero Electric 
Corporation, 18220 Lanken Ave., 
Cleveland, Ohio. 


7-Day Time Clock 


A significant development in 
time switches — one which has 
proved its worth under today’s 
exacting conditions—is the Para- 
gon 700 Series 7-day calendar, dial 
time switch. This unit has demon- 
strated its worth for timing auio- 
matic heat, ventilating, lighting, 
pumping or flushing operations. 











These switches are equipped with 
6-inch calendar dials which make 
one complete revolution every sev- 
en days. Dial trippers can be in- 
dependently set for different daily 
“on” and “off” schedules. Set- 
tings can be made in advance for 
an entire week. Any day or day’s 
operations may be omitted en- 
tirely on a pre-set program. 
Each day of week clearly sep- 
arated from other days; gradu- 
ated into hours and half hours; 
day and night distinctly separated. 
Operations from “on” to “off” or 
from “off” to “on” can be set as 
close as three hours apart and can 
be separately adjusted throughout 
each 24-hour day in the week. 
Engineering bulletin available 
from Paragon Electric Co., Old 
Colony Building, Chicago 5, III. 


Distribution Transformers 


_An expanded line of distribu- 
tion transformers designed to 
withstand complete submersion in 









Use GREENLEE Pipe Push- 


ers to install pipe for gas, 
electricity, water, sewers 
and telephone cable under 
ground. Eliminate cost of 
extensive trenching. And 
there’s no tearing up of 
pavements and lawns, no 
backfilling, no repaving. A 
portable tool, easy to carry 
and set up, GREENLEE Push- 
ers develop up to 75 tons of 
pressure, have 6 speeds for 


varying soil conditions. 





Other GREENLEE time-saving 
tools for electrical work: 


CABLE PULLERS 

JOIST BORERS 

HAND BENDERS 

RADIO CHASSIS PUNCHES 
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KNOCKOUT TOOLS 








HYDRAULIC 


“Half-a-day with 
hit or miss... 


5 minutes with 
GREENLEE!” 






























IF you ever tried to bend pipe by slamming it into a 
hole in the wall and then pounding it with a sledge 
hammer—listen to what Mr. Harry Newmark of 
Morris Newmark & Bros., electrical contractors, Phila- 
delphia, has to say: 


“This three-inch heavy wall electric conduit required 
exactly a one-inch offset. The job was done in § min- 
utes flat... and could be duplicated on other conduits! 
With GREENLEEs on the job, the savings in labor, time 
and money are incalculable.” 


One-man operated . . . easily carried to the job and 
set up, GREENLEE Benders eliminate manufactured 
bends and fittings, make smooth, accurate bends on 
pipe up to 414”, rigid and thin wall conduit, tubing or 
bus bars. Whatever your bending job, use a GREENLEE 
to do it better, faster! 


Write for free copy of Catalog 33E. 
Contains complete facts on all GREENLEE 
tools for electrical workers. Greenlee 
Tool Co., Division of Greenlee Bros. & 
Co., 1770 Columbia Avenue, Rockford, 


Illinois. 








Gat Ready with Gyreenlee/ 


GREENLEE 


a 





T&B FITTINGS 
FOR EMT 








Order your EMT fittings from the com- 
plete T&B Line—Couplings, Connectors, 
straight and angle, Entrance Caps and 
Ells. Also T&B Benders, Wrench and 
Reamer Tools and Hickeys for EMT. All 
you need to meet every EMT require- 
ment. 


All made on the well known T&B ribbed 
gland type principle which permits tight- 
ening with either wrench OR pliers. 


Approved by the Underwriters Labora- 
tories on rain-tight and pull-out tests. 


Sold only through the service organiza- 
tions of T&B Electrical Wholesalers. 


Get in touch with them or any of 
our convenient offices today for 
EMT Bulletin s-14. 


The Thomas & Betts Co., 
Incorporated 
518 Masonic Temple Bldg. 
New Orleans 12, La. 


The Thomas & Betts Co., The Thomas & Betts Co., 
Incorporated incorporated 


P. O. Box 2372 Room 423 
Charlotte, North Carolina Citizens & Southern Bidg. 
janta 3, Ga. 


1s : 
THE THOMAS « BETTS CO. 


INCORPORATED 
manufacturer 1899 


ELIZABETH, 1, NEW JERSEY 








water are completely described in 
a new bulletin offered by the Allis- 
Chalmers Manufacturing Co. 

Built for use in underground 
vaults and similar locations, the 
subway distribution transformers 
operate under these conditions 
without damage to themselves or 
interruption to service. They are 
available in standard sizes — 10 
to 200 kva — and standard volt- 
ages. Specifications include stand- 
ard NEMA accessories and con- 
struction. 

Shaped rectangularly, the tanks 
are fabricated from heavy gauge, 
rust-resistant copper-bearing steel 
plates. All joints are electrically 
welded to insure absolute oil and 
water tightness. Tanks are de- 
signed with recessed bottoms to 
protect against rough handling 
and corrosion. For medium and 
larger sizes of subway transform- 
ers, the tanks are provided with 
radiating steel tubes for cooling. 

Complete descriptions of the 
units are contained in new bulle- 
tin No. B6383, available by request 
from Allis-Chalmers Mfg. Co., 
Milwaukee 1, Wisconsin. 


“Klein-Kord” Lineman’s Belt 


Mathias Klein & Sons, Chicago, 
Illinois, manufacturers of pliers, 
tools and equipment for the elec- 
trical field, announce a revolu- 
tionary tool belt made of a special- 
ly developed material called Klein- 
Kord. 





Klein-Kord is a newly developed 
material consisting of multi-ply, 
specially woven long staple cotton 
laid in rubber and vulcanized. Ac- 
cording to this manufacturer, 
Klein-Kord is water-proof, has a 
tensile strength many times that 
demanded in actual service, and 
possesses absolute uniform qual- 
ity, great strength, and flexibility. 

In Klein-Kord, the cross cords 
are extra strength, which makes 
it possible to punch holes in the 
belt strap without danger of rip- 
ping under strain. This permits 
the use of a positive action, ton- 


gue-type buckle and does away 
with the necessity of using the 
dangerous friction-type buckle. 

Belt construction: A two-inch 
wide body strap is riveted to the 
4-inch wide belt forming four tool 
loops. A sturdy 4%-inch canvas 
lining assures greater support and 
provides safety insulat:on by cov- 
ering the rivets. Body moisture is 
also absorbed by the canvas lining 
thus increasing the comfort of the 
lineman. “D” rings of solid steel 
drop forgings are mounted in steel 
safety clips which are riveted 
through the main belt. The body 
strap in turn passes through the 
“D” ring to provide additional 
safety. 

Other new Klein-Kord products 
include climber straps and pads. 


E-M Voltage Regulator 


A new, improved voltage regu- 
lator, the E-M Synchrostat, is an- 
nounced by the Electric Machin- 
ery Mfg. Co., Minneapolis. De- 
signed for use with a-c electric 
generators using direct-connected, 
belted or motor-driven exciters, 
50-60 cycles standard, the regula- 
tor consists of a basic, metal-en- 
closed unit adaptable for regular 
generator switchboard mounting, 
and for mounting-on-top-of-the- 
generator in “packaged” power 
units. 

Voltage regulation of the Syn- 
chrostat is plus or minus 2%; the 
regulator quickly responds to load 
changes to restore generator volt- 
age to normal. The regulator is 
of the synchronous-contact type; 
vibrating tungsten contacts of 
regulator relay operate every half 
cycle of the a-c wave (120 times 
a second for 60 cycles) to insert 
and to remove a resistance in the 
shunt field circuit of the genera- 
tor exciter. Regulating action is 
obtained by the relative time in- 
terval the relay contacts are open. 
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New Infra-Red Lamp 


A new 375 watt reflector type in- 
fra-red heat lamp has been added to 
the Birdseye line, the Wabash Ap- 
pliance Corporation announces. 

This higher-wattage Birdseye RE- 
40 is designed to produce higher dry- 
ing temperatures not possible with 
available 250 watt sizes. With the ad- 
dition of the 375 watt lamp, the 
Birdseye RE-40 reflector type infra- 
red heat lamp is now obtainable in 
125, 250 and 375 watt sizes for flex- 
ible control of temperatures. 

Heat-proof Superlok base, more ef- 
ficient and durable ceramic heat re- 
flector disc, the famed Wabash tung- 
sten “M-F'ilament,” and built-in re- 
flector are standard features of the 
new 375 watt Birdseye infra-red 
lamp. For further information, write 
Wabash Appliance Corporation, 335 
Carroll Street, Brooklyn 31, N. Y. 








New Electrical Books 








Industrial Electronic Control 


By W. D. Cockrell. Published by Mc- 
Graw-Hill Book Co., Inc., 330 West 
42nd Street, New York 18, N. Y. 247 
pages, 175 illustrations. Price, $2.50. 


For the man selling, installing, 
and servicing electronic equip- 
ment, this ‘book provides a work- 
ing knowledge of electronic con- 
trol. In a practical, non-mathemat- 
ical treatment, it explains various 
types of electron tubes, funda- 
mental circuit components, basic 
electronic circuits, and the analy- 
sis of the complicated circuits 
used in modern industrial prac- 
tice. Designed to serve as a guide 
to the understanding of electronic 
control circuits for industrial 
uses, it presents this material in 
a practical rather than a theoret- 
ical treatment. 





Electric Circuits 
and Fields 


By Harold Pender and S. Reid War- 
ren, Jr. Published by McGraw-Hill 
Book Co., 330 West 42nd St., New 
York 18, N. Y. Price, $4.00. 


This book gives quick, accur- 
ate solutions to electrical engi- 
neering problems. It presents the 
fundamental facts and theories of 
electrical circuits and the detail- 
ed theory of electric and magnetic 
fields. Written entirely from the 
engineering point of view, this 
practical book includes descrip- 
tions of the more important ef- 
fects commonly described as elec- 
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ca To OE ATFLO own 


THE REPLACEMENT UNIT FOR ALL ELECTRIC RANGES 








Fits all ranges with clip- 
on adaptor rings 


Cuts inventories 
Cuts delays 


Cooks with Chromalox 
efficiency 


Makes happy customers. 





Chromalox Super-Speed range 
units and parts available with- 
out priority—under WPB Order 
1-65. 





L. WIEGAND CO. 7600 Thomas Bivd., nor 8, Pa. 


ATLANTA, Ga.—C. B. Rogers, 1000 Peachtree St. DALLAS, Texas 
Ward, 403 South ok Die, Annex, RALEIGH, N. C.-W. R edi 











AUTOMATIC FEED TUBE CUTTER 





For 2” to 1” E.M.T.... 


Cut E. M. T. the quick easy way! Only One Setting. Just clamp the 
Briegel No. 100 Tube Cutter on the E, M. T. and give it a few 
turns. No further adjustments necessary. Constant Spring Tension 
does the rest—gives you a clean cut from the original setting—does 
away with tube distortion and gives longer cutter life. Then too, the 
Handy Reamer is atta~hed to it’s side. A couple of twists removes 
any slight inside burr. 


DISTRIBUTED BY 


The M. B. Austin Co., Chicago, Il. 
Clayton Mark & Co., Evanston, Til. 
Clifton Conduit Co., Jersey Cy., 

Gen. Electric Co., Bridge port, Conn. 
The Steelduct Co., Youngstown, Ohio 
Enameled Metals, Pittsburgh, Penn. 


National Enameling & Mfg. Co.. 
Pittsburgh, Pa. 
HANDY TUBE HOLDER Ae Triangle cone & Cable Co., 








Also shown is the Briegel Tube Holder that accommodates all sizes New Brunswick, N. J. 


of E. M. T. from %” to 1” without damage to outer coatings 


Prompt Deliveries on Properly Rated Orders 


(LQ) BRIEGEL METHOD TOOL CO. + Galva, II 
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POULTRY 
HOUSE 
TIME 
CONTROLS 





Paragon Poultry 
House Time Controls, 
Model PS, are designed 
for both morning and 
evening lighting, with 
dimming period for 
roosting. The Paragon 
Model 301 is designed 
essentially for morning 
lighting only. It is a heavy duty, in- 
dustrial type time switch adaptable 
to poultry house lighting. It is truly 
a superior instrument of high qual- 
ity and low price. All Models are 
synchronous motor operated and 
available on AAS or better. 


Sead for 
AUTHORITATIVE BULLETIN 


Paragon has prepared a 4-page, 2 
color bulletin containing authorita- 
tive information relative to poultry 
house lighting control. . . location 
of lights, selection of light control 
switches, etc. It summarizes the 
recommendations of leading poultry 
authorities and gives complete data 
regarding the wide range of Paragon 
poultry house time switches. 


PARAGON ELECTRIC COMPANY 
713 Old Colony Bidg. 
Chicago 5, Illinois 


Paragon li 





Mr. “Tops,” 
the Paragon 
symbol of 
top quality 
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tric and magnetic phenomena. 

The book is divided into two 
parts, the first nine chapters be- 
ing devoted to a detailed analysis 
of electric circuits. The second 
part of the book discusses experi- 
mental phenomena and the the- 
ories of the electric and magnetic 
field, together with a discussion 
of Maxwell’s equations, some of 
the fundamental aspects of spa- 
tial vectors, and an analysis of 
problems in the field of elec- 
tronics. 

In addition, the book includes 
an appendix with special informa- 
tion on the solution of linear dif- 
ferential equations, vector analy- 
sis, electrostatic potential in the 
neighborhood of very long elec- 
trically charged cylinders, and the 
vector potential as the basic quan- 
tity for the correlation of mag- 
netic phenomena. 





Basic Mathematics 
For Engineers 


By Paul G. Andres, Hugh J. Miser, 
and Haim Reingold. Published by 
John Wiley & Sons, Inc., 440 Fourth 
Ave., New York, N. Y. 726 pages, illus- 
trated, Price, $4.00. 


The purpose of this publication 
is to relate mathematics as far as 
possible to its engineering appli- 
cations. The book covers the sub- 
jects of algebra, trigonometry, 
vectors, analytic geometry, ele- 
ments of differential and integral 
calculus. It is intended to be used 
with students who have had at 
least two years of high school 
mathematics but it is completely 
self-contained except that it re- 
lies upon the usual simple facts 
from arithmetic and geometry. 
The text is especially complete and 
self-explanatory fitting the book 
admirably for review work or 
home study. 





Construction Services 
Price Control Clarified 
(Continued from page 80) 


see a copy of the regulation of 
this OPA trade bulletin and you 
must have one at hand at your 
principal place of business and 
each branch office. This need not 
be done for any Government agen- 
cy. 
Certificate of Compliance 


At the time of final settlement 
of a job, you must give your cus- 
tomer, if he asks for it, a state- 
ment that you charged not more 
than the ceiling price. 


Sales Engineering 


By Bernard Lester. Published by John 
Wiley & Sons, Inc., 440 Fourth Ave., 
New York 16, N. Y. Price, $2.00. 


Many forward looking com- 
panies have already begun the 
serious job of sales training, and 
a good many, too, are discovering 
Mr. Lester’s book on “Sales Engi- 
neering.” The book tells how to 
sell equipment and services which 
require engineering skill in their 
selection, application, and use. It 
is divided into three general sec- 
tions: the field of sales engineer- 
ing, the work of the sales engi- 
neer in selling, and the training 
and development of the sales en- 
gineer. 





Package Kitchens 
In Postwar Plans 


(Continued from page 19) 


—including the chance for the 
customer to operate the appliances 
on the showroom floor, as well as 
to see them demonstrated in ‘home’ 
surroundings, offered new mer- 
chandising opportunities to these 
types of merchants.” 
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Multiflex Brashés 
Give 


Better Commutation 

Longer Life 

Less Commutator Wear 

That Extra Demand Required 
Better All Around Performance 


os TTT 
HELWIG COMPANY 


2544 NORTH 30th ST., MILWAUKEE 10, wis. 
Southern 


Offices: 
724 North- Hudson, Oklahoma City, Oklshom 
Telephone: 3-3409 
2005 on Avenue, Houston 3, Texas 
e: Preston 1610 
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He said, “We plan to assist with 
the installation of complete ‘pack- 
age’ displays of kitchen equipment 
in leading stores across the na- 
tion because these stores will be- 
come experts in the sale and in- 
stallation of appliances in ‘com- 
plete room’ groups. 

“Electric range sales will result 
from complete kitchen displays be- 
cause the range’s strongest sell- 
ing point — cleanliness — is made 
dramatic here where gleaming 
white cabinets are displayed over 
and around it,” he said. 

“Dealers will find many factors 
favorable to electric range sales 
in postwar which have resulted 
from wartime conditions,” Mr. 
Conklin said, citing that 7,000,000 
women who had ‘been employed in 
industry during the war would 
have a greater appreciation of the 
completely automatic control fea- 
tures, as well as “clock-measured” 
heat of the electric range. “These 
women will be much more aware 
of mechanical functions-than pre- 
viously, and they will understand 
the value of controlled heat. 

“In addition to complete kitch- 
ens to aid dealers in sales of 
‘packages’ or single appliances, 
adequate wiring promotion will 
hold a more important place in 
postwar sales plans,’ Mr. Conklin 
said, explaining that a great num- 
ber of America’s homes are not 
adequately wired at present for 
many of the new appliances. The 
entire electrical industry is now 
planning to attack this problem na- 
tionally; while locally, utility 
companies and wiring contractors 
will foster active campaigns to 
bring about better home wiring. 

“We know what the American 
home wants, and we are planning 
to equip dealers to give it to 
them; we know what dealers want 
in the way of display and mer- 
chandising aids, and we will be 
ready with those aids; we are 
making our plans not only for one 
or two years after the war, but 
for the period that lies beyond 
that, two, five and ten years later, 
when the results of sound plan- 
ning will make themselves felt.” 





Customer Confidence 
Gained with Service 
(Continued from page 15) 


the inevitable letdown that jars the 
dealer, jobber and manufacturer. 
When the appliances reach the point 
where breakdowns begin to occur 
as a matter of course, there is 
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_ “EFFICIENCY” DEVICES FOR CONDUIT AND CABLE 





EFFICIENCY 
NESTED 
CONDUCTOR 
RACKS 





Nested Conductor Racks available 
for Cable diameters from 5/16” 
to 2-3/8”. 


Complete information on all 
is available. Write today for 









@ Simplicity is keynoted in the design of 
the EFFICIENCY bushing rack. Note that 
a single bolt supports the bushing and at 
the same time clamps the bushing support 
to the rack. Each fitting is a separate unit 
. . « permits the installation of each cable 
independently. 

The EFFICIENCY rack is constructed of 
standard rolled steel channel—sizes accord- 
ing to size of bushings and number of 
mountings for each rack. Bushing supports 
are malleable iron. For A.C. service a brass 
half is furnished. Bushings are glazed por- 
celain, extra large and heavy. 


EFFICIENCY Electrical Devices 
your copy of Catalog No. 38B. 
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For the Best in Mechanical, Electrical, 


Thermal, and Chemical Protection- 







Almost any kind of 
varnish will probably 
work — for a while. 
But, for the best service I>s 
from your equipment, 
you need a varnish formulated 
to EXACTLY fit the operating con- 
ditions of your product. There's a 
Pedigree electrical insulating var- 
nish that will give you longer, 
more dependable service in the 
field at lower cost. 

Write today for the free Pedi- 
gree varnish catalog — or sub- 
mit your problem 
to a Pedigree 
varnish specialist. 


5200 N. 








ene 
90 GEORG ue 








“7ée P. D. GEORGE CO. 


SECOND ST., ST. LOUIS, MO. 


Call In the Pedigree Varnish Man Nearest You. 











































M‘SGILL 
Toggle Switches 


Here is a new addition to the 
McGILL line of dependable 
switches ... the McGILL 
Toggle Switch, Nos. 25, 27 and 
28 Series. This small, practical, 
thin, multiple switch is both 
vibration and dust proof. With 
a body only 1” long, %” wide 
and %” thick, it fits into the 
shallowest of places. Approved 
by the Underwriters’ Labora- 
tories, it is ideal for the indi- 
vidual control of small tools, 
fractional horsepower motors, 
industrial and office machines, 
appliances, motion picture pro- 
jectors, floor and table lamps, 
airplane and trailer lights, 
lights in Pullman cars, passen- 
ger cars and busses. 

They are made in three 
types. No. 25 single pole rated 
6 amp. “T” 125 volts, 3 amp. 
250 volts. No. 27, three way, 
rated 6 amp. 125 volts. No. 28 
two-circuit, no off position, 
rated 6 amp. 125 volts. All 
types furnished with wire 
leads or solder lugs. 


McGILL ‘Toggle Switches are easily 
installed and built for long life. See 
your dealer, or write for further in- 
formation. 















MSGILL 


MANUFACTURING 
COMPANY, INC. 


Electrical Division 






VALPARAISO, INDIANA 






































bound to be dissatisfaction when 
the distributors and dealers who 
have put their emphasis on sales 
rather than service are faced with 
vast numbers of these customers 
demanding that their appliances be 
repaired. And they always want 
them repaired quickly, too—none of 
this ‘back to the factory’ business, 
if you please. The system builds 
pitfalls that proper planning now 
could eliminate after the war. 
“Where equipment is out and 
there is no adequate servicing, the 
customer is more aware than ever 
of the nationally recognized brands. 
With proper planning of distribu- 
tion, the dealer, jobber and manu- 
facturer can al] enjoy the flood of 
postwar business. It is a golden 
cpportunity that shouldn’t be neg- 
lected. Sommers-Brown, by mak- 
ing arrangements now to serve the 
public both as a dealer and jobber, 
by maintaining an efficient repair 
department, is going to get its 
Share of business. When peace 
cemes, Sommers-Brown will have 
a firm basis for sales and service.” 
While many appliance dealers 
are preparing to put emphasis on 
refrigerators in the postwar pe- 
riod, Rouleaux foresees a tremend- 
ous boom in washing machines— 
a boom that he believes will outstrip 
that of refrigerators in the South. 


“Because oi its cheap labor, the 
South before the war had not been 
an especially fertile market for 
washing mahines,” Rouleaux ex- 
plains. “Most people either had 
their washing done by hand at home 
or they sent it to the laundry. When 
the cheap labor went into better 
paying war work and the laundries 
became swamped and started turn- 
ing down wash, many people right 
then and there made up their minds 
tc buy a Washing machine when- 
ever possible. They are tired of 
uncertainty and delay and are con- 
vineced that a washing machine is 
one of the best investments they 
can make. 

“There are great opportunities in 
cther lines, too, and Sommers- 
Brown is making its plans accord- 
irgly.” 


Installation Customers 


Now Maintenance Accounts 
(Continued from page 13) 


Although lighting-system servic- 
ing represents a large part of the 
concern’s maintenance volume, its 
lamp replacement business is small. 
This is due to the fact that most of 
its customers contract for their 











lump needs directly with wholesale 
lamp suppliers. 

In pre-war days, LaVigne Elec- 
tric conducted still another “extra 
volume” department—special light- 
ing. This covered the furnishing 
of lighting equipment, as a tempo- 
rary installation, at locations where 
there was insufficient lighting or 
none at all. 


The purposes for which this 
equipment was employed included 
the illumination of open air ex- 
hibits, such as carnivals and tent 
shows, large out-of-door parties and 
church fairs, and also special light- 
ing for theatre, restaurant or other 
“openings”. The equipment used 
consisted to a large extent of high 
wattage lamps, reflectors, “spots” 
and the wiring needed for “bring- 
ing in the juice”. 

Naturally, there is at the present 
time little demand for this type of 
service. However, the equipment 
still is used to a limited degree for 
the lighting of theatre or open air 
War Bond Rallies. 

La Vigne Electric operates from a 
concrete-block building located at 
176 Northeast 20th Street. Consist- 
ing of general and private offices, 
estimating room, shop and ware- 





O. Z. “all-purpose” 
solderless lugs 


To meet your requirements for a 
combination lug for cables rang- , 
ing from No. 8 sol. to 1000 Mcm. y 





The feature of this Type “XL” Combina- 
tion Lug is the adjustable pressure plate 
which can be tightened or loosened to 
accommodate a wide range of cable sizes. 
The body is cast copper alloy; socket set 
screws and wrench are furnished. 

O. Z. also manufactures a line of Solder- 
less Lug for smaller and larger wire sizes. 
These are built to individual specifications— 
engineered to fit the job. 


Write on your letterbead for the new O.Z. cata- 
log containing complete information and prices 
on Conduit Fittings + Cable Terminators * 
Junction Boxes + Solderless Connectors + Power 
Cc tors * Gr di evices. 





Represented by 
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housing facilities, the structure 
covers a ground area of approx- 
imately 6,000 sq. ft. A public ad- 
dress system makes communication 
between the office and the shop or 
the warehouse an easy matter. 

The firm’s shop is well provided 
with power tools. Among them are 
a lathe with a 9-in. swing and 6- 
ft. bed, a drill press, a portable 
power hacksaw, a bench grinder 
and a hydraulic bender handling 
conduit up to6 in. The equipment 
also includes are welding apparatus. 

In common with electrical con- 
tractors generally, LaVigne Electric 
has handled its share of war-pur- 
pose jobs. Among them was a 
large installation of special elec- 
trical equipment, such as explosion- 
proof switches, at a “military” base. 
However, as Francis LaVigne 
points out, the firm’s maintenance 
department is a steady year-in- 
year-out volume builder. And right 
now, it has the advantage of re- 
quiring minimum in the way of 
critical and hard-to-get materials. 





Postwar Trends 
In Retail Selling 
(Continued from page 11) 


multitude of models and a variety 
of brand names. 

In addition, I think we are going 
to see an increased emphasis on 
more attractive displays of appli- 
ances, and the revival of a special- 
ized consumer approach in both in- 
side and outside selling. In other 
words, I believe this “dry” period 
again has enabled us, in retrospect, 
to visualize a far greater consumer 
interest and receptiveness to elec- 
tric appiances than, at times, we 
have made it convenient for them 
to show. 

We have frequently approached 
their problem and their need from 
the angle of our own selfish benefit. 
i know this has happened product- 
wise even though it was not mali- 
cious intent. Take the electric re- 
frigerator for example—for years 
we made size the determining fac- 
tor of price range. As we went up 
in size from the 4 cubic foot model 
we added features so that to get a 
7, 8, or 9 cubic foot box, you had 
to be technically of the elite. Not 
until a relatively few years ago did 
one of our contemporaries shock 
us into the realization, that the 
poor wash woman with seven chil- 
dren on her back needed a large 
size far more than the “gal” with 
the fat pocketbook. This gave birth 
to the so-called stripped 6 and 8 


ELECTRICAL SOUTH for OCTOBER, 1944 


HELPING ELECTRICITY 





SERVE AMERICA BETTER! 


BETTER WIRE JOINTS 


~» LDEAL 
“WIRE-NUTS” 


olderless, Tapeless Wire Co 


oe Joist 
Borer 


Wire — 


Fish Tape 
Reel 
ond Puller 

















In the electrical wiring of factories, 
homes, public buildings, etc., lead- 
ing electrical contractors are using 
millions of IDEAL “Wire-nuts” be- 
cause they make wire joints that are 
neater, safer, quicker, better elec- 
trically—stronger mechanically. 
IMMEDIATELY AVAILABLE... 
because no critical material used. 
Approved by Underwriters’ Labor- 
atories, Inc. 


Other IDEAL WIRING DEVICES 


Today and Tomorrow thousands of 
new wiring jobs in Industrial Plants 
and in construction will be facilitated 
with IDEAL Wiring Devices:— 


E-Z Wire Strippers 
lugs, Solder and Solderless 


Fish Tape Reels and Pullers 
Joist Boring Machine 


SOLD JHROUGH JOBBERS 
PROMPT DELIVERY 


4 IDEAL COMMUTATOR DRESSER CO. 


1017 Park Ave., Sycamore, Ill. 
Sales Offices in all Principal Cities 

















offers an INSURANCE 


POLICY guaranteeing 
THE WORLD’S FINEST 


Backed by the 


GREATEST 
AD CAMPAIGN 


ever put behind any 
coffee maker! 


23 MAGAZINES! OVER 46,000,000 
MONTHLY CIRCULATION! INCLUDING: 
Liberty + Life - C litan + Sat Eve- 

ning Post - Ladies’ Home Journal - Women’ ‘4 
Home Companien - American - Good House- 





keeping - American Home - Country Gentleman 


CUP OF COFFEE! 


8 CUP... $2.95 


4 cup (with cover) 


$2.95 


* 


Made with 


PYREX 


Brand Glass 

















“Metal Molding" surface race- 

ways are used. The wires are 
laid in the base; the capping snaps on. 
It’s as simple as that to eliminate fishing 
and tearing up walls or floors to install 
additional circuits. 

“Metal Molding” is manufactured 
in three sizes; 111 ‘“‘Xtensionduct,” 
333 “Metal Molding" and 
“Metal Molding.” ‘“Florduct’” for 
surface wiring on floors comes in two 
sizes. 711-A ‘Florduct’” and 733-A 
“Florduct.” All five raceways are 
interconnectible with each other. 
These neat appearing surface race- 
ways have a complete line of fittings 
having two or three different sizes of 
twistouts to take the various sizes of 
moldings. 

All have a neutral gray finish. For 
a quick surface wiring job, use ‘Metal 
Molding” and “‘Florduct.” 

Listed and approved by Under- 
writers’ Laboratories, Inc. 


Write for catalog and handbook. 


National Electric 
Products Corporation 


Pittsburgh, Pa. 


Tim is no wiring problem when 

















cubic foot sizes at a price. 

In other words, we had not taken 
the consumer’s problem and the 
consumer’s need into serious consid- 
eration. I won’t say our motive 
was profit selfishness but it does 
show that we were not seriously 
attempting to meet the real market 
need. So, as manufacturers, I am 
sure we have not always made it 
convenient for the public to show 
their true interest and I can well 
imagine that if distributors and 
retailers really studied long enough 
they might find similar examples. 

Furthermore, I am not sure that 
our over-all approach has been too 
favorable. If we go back over the 
past ten years and analyse our ad- 
vertising and publicity, I am afraid 
we would find that a large portion 
of it was defensive rather than 
offensive. Our approach was too 
frequently in trying to defend our 
particular product, our particular 
method of doing business, or in try- 
ing to impress the public with our 
individua] difficulties and prob- 
lems. Now, I know we were prob- 
ably justified and that we had and 
will continue to have troubles, but 
unfortunately the general public 
isn’t very much interested. 

Come postwar, I believe it even 
more important that we be on the 
offensive rather than the defensive. 
Certainly in our war effort we have 
earned an increased right, heritage, 
and privilege to do so. In addition, 
I think we are entering an era 
when the public expects it of us, 
yes, even may demand it. I have 
always heard that the best defense 
is a good offense, so shouldn’t we: 

(1) Take a sincere and broader 
interest in trying to anticipate as 
well as meet the consumer’s need— 


productive—pricewise—and _ serv- 
icewise. 
(2) State the merits of our 


business plainly and offensively but 
in terms of consumer interest and 
benefit. 

Many of us may say, “Well, isn’t 
that what we have been doing?” 
However, before we lapse into com- 
plete self-satisfaction on the ques- 
tion, maybe it would be well to 
take another good look. We are all 
out to win the public’s favor and 
merit a portion of its spending 
dollar. To do this we must serve 
it well and make it like us. I am 
positive it likes our. wares: and en- 


joys using them.: Our problem is 


to make it convenient for them to 
use more and make them still hap- 
pier” be 

Nailing it right.down, we in the 


electric appliance business will be 
the “stag line” at the “National 
Ball” vying with many others for 
the favor of the popular “belles.” 
As we “cut in” we are not inter- 
ested solely in a “once-around-the- 
hall” courtesy performance but are 
hopeful that our technique and ex- 
ecution wil] merit a return engage- 
ment with satisfaction and happi- 
ness assured. What better assur- 
ence is there for their satisfaction 
and happiness than teaching the 
“Belles of the National Ball” the 
modern “steps” of “Living Electric- 
ally”? 





Electrical Industry 
Pioneer Passes 


(Continued from page 31) 


division to the combination. As 
president of the new firm, Edison 
General Electric Appliance Co., 
Inc., which used the word “Hot- 
point” to designate its products— 
Mr. Hughes became world famous 
as the maker of “Hotpoint” prod- 
ucts. 

Always a leader, a salesman, a 
human force among workers, Mr. 
Hughes served as president of Edi- 
son General Electric until 1940, 








Vibration proof solderless connections are 
made in panel boxes where space allotment 
is constricted and 


neatness_ essential. 

































KRUEGER & HUDEPOH! 


VINE AT THIRD-ES - NCINNA 
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How to get more SERVICE 


from motors 


Carbonization of lubricating oils that seep into the inter- 
stices of commutator segments is largely responsible for 
burn-outs under overload operations. Then too, shrinkage 
of mica segments through aging of the binder opens 
capillary cracks which encourage oil seepage and 
absorption. 


An application of one of DOLPH’S Oilproof i accel 
will prevent oil seepage. Why not write for full details? 


at 


Delph? ‘ JOHN C. DOLPH COMPANY 


t Newark 





_ but electrically independent. 





mesh ber MAKER” 


provides fully the comfort 


THE. 


and ventilation so essential 
in army barracks, mess halls, 
hospitals, headquarters, 
theaters and other military 
buildings. Its fine design and 
sound construction meet the 
specifications drawn for 
army fans and it is particu- 
larly adaptable to the various types of installations 
found in army buildings. 


HY-DUTY BLOWERS 


Single Inlet—Double Inlet. 400 
CFM to 12,500 CFM. 

Single Inlet Blower illus- 
trated at left is particularly 
adapted for ventilation of 




















lishments. 








BLOWER DIVISTON 


SCHWITZER-CUMMINS COMPANY 


1145 EAST 22ND STREET INDIANAPOLIS, U.5.A 
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ASSEMBLED RHEOSTATS 


ERE IS a Ward: Leonard assembled rheostat 

designed for production testing of grid-con- 
trolled rectifier tubes. It consists of five face 
plates with each face plate composed of two 
rheostats. Each rheostat will drop from 0 to 375 
volts at any current between 15 and 0.15 am- 
peres. The rheostats are mechanically connected 
They may be con- 
nected in series to give a maximum drop of 3750 
volts or in parallel to giye a maximum current 
of 150 amperes. The assembly is tested at 10,000 
volts to ground and 2,000 volts between rhes- be 
stats. When- 
ever you have 
an electric con- 
trol problem, 
Ward Leonard 
engineers are at 
your service. 





The Ward Leonard line of rheostats 

include steel plate types, porcelain’”~ 
ring types and ribohm face. plate .- 
types. These rheostats provide control 
for the minute current requirements ‘~* 
of the laboratory and the heaviest cur- 
rent demands in industrial applications. 





Send for rheostat bulletins of interest to you. 


RELAYS » RESISTORS ¢ RHEOSTATS 


Electric control (wi) devices since 1892. 


WARD LEONARD ELECTRIC COMPANY 
37 SOUTH STREET, MT. VERNON, NEW YORK © 





623. 















Worth Waiting For 


Each day brings closer the full scale 
proddction of Clark Automatic Electric 
Water Heaters. The pent-up demand 
for these pioneer electric water heaters 
has been built up, not alone thru war 
shortages but by the increasing insis- 
tence of the public on really modern 
hot water service. With a twenty year 
record for dependability, Clark offers 
assurance for giving the best of this 
kind of service. When they are once 
more available both you and your cus- 
tomer will find them to have been well 
worth waiting for. 


McGRAW ELECTRIC COMPANY 
CLARK WATER HEATER DIVISION 


5201 W. 65th St. Chicago 38 








when he turned the actual opera- 
tion of the vast plants and far- 
reaching marketing organization 
over to younger men and became 
board chairman to direct the com- 
pany’s broader policies. 

Many honors befitting the 
achievements of his life came to 
Mr. Hughes. “My engineers, my 
executives, for many years they 
have worked to develop the appli- 
ances—I felt that the award should 
have gone to them.” These words, 
spoken at the time of award of 
the National Association of Manu- 
facturers “Modern Pioneer” award 
in 1940, characterize the modest at- 
titude maintained by Mr. Hughes 
toward recognition. Later in 1940, 
he was named to receive the Mc- 
Graw Award, given to the man ad- 
judged as contributing the most 
tc his industry. His comment was, 
“T don’t deserve it.” 

Mr. Hughes’ life was as many 
sided and his interests as varied as 
those of the millions of Americans 
who live better today because of 
his pioneering, his dreaming, his 
work, and his foresight. Life to- 
day is freer, easier, better for mil- 
lions because of bitter nights spent 
waiting for local trains to carry his 
message—the words of electricity’s 
wonders—words that even now are 
easily forgotten because his job 
was thoroughly done. 

But George Alexander Hughes 
was not burdened with a “mission” 
—his predominant side was his 
sense of fun, of broad humanity. 
No gathering of “old timers” of 
the electrical industry takes place 
without the name of George 
Hughes being mentioned — and 
stories are told, stories of gay 
times when he turned apparent de- 
feat or an insufferable situation 
into a genuine laugh. He loved to 
see dignity “debunked”—and many 
a psuedo expert felt the sting of 
his penetrating wit and humor. 

Typically American beneath the 
broad humanitarian aspect and love 
of fun, ran a deep vein of kinship 
and sympathy for the under-privi- 
leged. To many thousands of un- 
fortunate boys in Chicago’s poor 
districts George Hughes is “father 
of Chicago Boy’s Club,” an organ- 
ization dedicated to reclaiming neg- 
lected youth for good citizenship. 
He served as president of this or- 
ganization for many years, and up- 
on his retirement founded the Chi- 
cago Boy’s Club Foundation, to as- 
sure the perpetuity of the club 
through an endowment. 

Running one of the large electric 
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appliance manufacturing companies 
took up most of the time of his 
life—but he would have liked to 
have been an editor; or he would 
have liked to spend all his time 
with boys; not much of his life was 
spent where he was not helping 
someone — perhaps his monument 
is what he contributed to human 
happiness—and perhaps the mil- 
lions of hours of freedom from bur- 
den that now benefit millions, and 
that will benefit millions yet un- 
born. 
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